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AGAIN! 


THE GREATEST YEAR IN 


SKILSAW 
HISTORY! 





... Thanks WER to you / 


1938 has been a banner sales year for us—many more distributors 
have changed to the SKILSAW line—the new tools we introduced 
to widen your market have met with instant success—and, last 
month, we moved into our new plant, three times larger than our 
former quarters! 


We’re happy and we're grateful . . . because we know that with- 
out YOUR help all this would have been impossible. We’re 
proud of the friends we have made because of our policies. 
We face the future with confidence and we pledge ourselves 
to merit your continued loyalty, your sales support and 
your friendship! 
















® SKILSAW Tools are sold only through recognized distributors 


= SKILSAW, INC. 
5033-43 Elston Avenue, Chicago 


214 E. 40th St., New York @ 52 Brookline Ave., Boston @ 1429 Spring Garden, 
Philadelphia @ 1253 S. Flower St., Los Angeles @ 2065 Webster St., Oakland 








DISC SANDERS 





SAWS - DRILLS + BELT SANDERS 





GRINDERS BLOWERS 
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YOUR COMPANY -- 





THE LOGICAL SOURCE FOR EQUIPMENT OF THIS TYPE 






When users of power transmission 
equipment know that you have 
Link-Belt products with which to 
supply their needs you at once be- 
come the logical source of supply. 
The answer is that Link-Belt Qual- 
ity has been established—users de- 
pend on it—you benefit in increased 
sales and profits. 


The line is complete, including anti- 
friction and babbitted bearing trans- 


LINK-BELT 


POWER TRANSMISSION 


EQUIPMENT 
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mission units, and a full line of 
positive drives—silent and roller 
chain drives, speed reducers, and 
variable speed transmissions. In- 
vestigate the line now. 


LINK-BELT COMPANY 
Chicago Indianapolis Philadelphia 
Atlanta San Francisco Toronto 


Offices in Principal Cities 





How KENNEDY 
helps you sell VALVES 


Some of the many 
Kennedy Valve types 





HOW a plant engineer any Kennedy Valve and 

he will first be attracted by its clean-cut pleasing 
appearance and sturdy proportions. Next, its many 
conveniences and refinements of design will impress 
him favorably. Not only are Kennedy Valve bodies 
and operating mechanisms strong and well designed, 
but in the minor details too—the stuffing box, bolts 
and nuts, bushings, etc.—Kennedy has provided for 
extra ease of operation and adjustment and thor- 
ough dependability. 


Sittin Scien: hie Once a customer has tried a Kennedy Valve, you 
Gate Valves and Angle Valves will find repeat orders come automatically, for Ken- 
nedys invariably give long and trouble-free service. 
Kennedy helps you sell valves by their skillful designs, 
accurate manufacturing processes, and extra values 
that assure satisfied customers. 

The large Kennedy line includes an exactly suitable 
Pi ee te type and size for every standard requirement; and 
you are assured of prompt attention to orders by the 
well-stocked and conveniently located Kennedy ware- 
houses. 


Send for Complete Information 
and Dealer Helps 


The Kennedy Valve Mfg. Co. 
Elmira, N. Y. 


KENNEDY 
mens von | OYALVES with Extra Value 
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(IMustration above shows Model 1016 Utility Gun being used to grease lathe) 


@ Lincoln makes a wide range of equipment for the most efficient 
—— of grease lubricants. The line is complete. It includes small 
EENSEAL Grease Guns such as the Model 1016 shown above, larger 


units of the type described below, and even larger units which are electric- 
ally operated and dispense lubricant direct from original 400-lb. drum. 
MODEL 309 TWIN CYLINDER AIR-LINE LUBRIGUN (shown at left) dispenses lubricant 
(Model 309) directly from an original 100-Ib. drum. This unit is capable of handling semi-solid 


oils as well as viscous and fibrous greases. Mounted on a truck with 12” rear 
wheels and swivel front casters. Easily pushed from job to job. 


MODEL 1017 (shown at left) is one of several models of KLEENSEAL Grease Guns. 


All models of this e provide a fast, clean method of lubricating machinery 
equipped with KLE SEAL, Zerk or hydraulic fittings. Model 1017 has 14-oz. 
capacity. Maximum pressure—5,000 Ibs. . .. Models are also available in 3%... 5% 
.-.9...and 18-oz. capacity. 


aes GUNS are available in both high ger and 
volume types, with attachments for all types of fittings. 
(Model 1017) Model 1061 (illustrated) handles all types ot behotnane and 

develops pressures up to 10,000 Ibs. . . . Capacity 18 oz. 


ri 


The complete Lincoln line is illustrated and 
described in Catalog No. 60. . . It will pay you 
to know more about this outstanding line which 

(Model 1061) is distributed through selected Mill Supply 


Di by " Embiem of 
istriDutors. m BUSINESS CHARACTER 


H Rice Leaders 
of Hoe World 
LINCOLN ENGINEERING COMPANY } Association 


PIONEER BUILDERS OF LUBRICATING EQUIPMENT i Nane-raovuct-rouicr 
CEMERAL OFFICES. ST LOUIS. MO FACTORIES ST OulsS. MO TRO A ~- oe a 


OFTROIT ( sz = 


> eer ee Soe Oe ca ee 
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TANK TRUCK HOSE 

-»-» ANOTHER STAR 

PERFORMER IN THE 
THERMOID LINE 


The John P. Agnew Co., in 

Washington, D. C., is one of 

many truck fleets which are 

equipped with THERMOID 
Tank Truck Hose 


The best explanation of the John P. 
Agnew Company’s choice of 
Thermoid Tank Truck Hose is con- 
tained in a letter from Mr.H. A. Good 


of their organization: 


“Thermoid 142"Tank Truck Hose in 125 ft. lengths 
is standard on our fleet. The hose in the illus- 


Whether it is Tank Truck Hose, Gasoline Hose 


... Air, Water, or Steam Hose. . . when it’s 


tration gives us a flow of 59.9 gallons per minute 
after two years of service and indicates a usable 
life of at least three years. Since using your 
hose we have completely eliminated the prob- 
lem of ‘cave-in’ and lowered capacity.” 


Thermoid you can recommend it for long life 
and consistent satisfaction. Regardless of 
the type of hose your customers need, you'll find 
that Thermoid makes it, and that it has been 
developed out of a specific engineering knowl- 
edge of the purpose for which it is intended. 


+ « « More than half a century of Progressive Engineering and Product Development: - + 


Standard types 
made by 1@1 
Transmission Belt 
Conveyc 

Multi 


J 


THERMOID RUBBER, DIVISION OF T 


ltiple V Belts 
Grader Belting 
Canners’ Belting 
Bucket Elevator Beltin« 


q 


HERMOID COMPANY, TRENTON, N. J 
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New Hoist— 
New Profi 
rofit Opportunities 






YALE” 
NE MANUFACTURING . 





THE YALE & TOW 
PHILADELPH! 


DLING EQUIPMENT 


A DIVISION 










MATERIALS HAN 
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To Yale Distributors _ 
Everywhere l fe) 
rRouna the World I el 








the Cable King - ¢+he new wire rope electric 
° gistrioutors a multitude of sales opportun 


+ gadition to 
An 


Mr. pistributor: 
i{ties- 





Meet 
that prings % 







the Yale line - ® lusty 






noist 














It's the newes 
infent that will sey it with sales- a we mean 
For the Cable King brings you an exclusive gelling 
feature that no other hoist cea match. It's the only electric 
noist oD +he market that’s AIR COOLED - +he noist that operates on 
a neavier guty © cle then other: 
tory +hat we'll be punching home 
arrege of smash- 






That's +ne selling © 
th the ysuel Yale v 


to buyins executives every where 
ing eavertisidé- Trade papers» rochures, © 
we'll use them 644+ 

e fact +het 


pnd every single piece 
the yele Cable King can be pought only sprough a Y 
as alweys, Lele noists ere sold solel throu gistribution: 
jve sales argument that will be exclusively 


direct maile«-* 












that DBOWs 
air Cooling 4s one excius 
yours’ 
et the complete story of the Cable King- 
one 





Be sure to & 
etimuletor if 





+here ever was 







It's @ sales 






urs, 






Very truly y° 
x TOWNE MFG. ©- 










HOW TO MAKE A 


Tog l 


SELLING BOLTS AND NUTS 


First—trim down your stock to the essential items only —that 
meet the requirements of your trade. Be guided by the LAMSON 
Stock List showing which are the fast and slow moving sizes. 
(This stock list is compiled from the experience of many mill 
supplies dealers and hardware jobbers and our own records 
over a period of years— experience that is yours for the 
asking—it doesn't cost you a cent.) Second—remember that 
the well-advertised product of a well-known manufacturer 
always enjoys a preference with your customers—it is easier 
to sell, and it stays sold. LAMSON & SESSIONS’ products have 
earned their reputation for highest quality over a period of 
nearly three-quarters of a century, a fact that works for you 


BOLTS ° ° ° NUTS ° ° ° 


| Pe: a) 


COTTERS ° ° ° 


all the year ‘round. Modernly packaged—LAMSON cartons are 
three times stronger than any cartons used before—and the 
trade-marked all-over design which identifies the packaging 
of LAMSON products has the further advantage of not soiling 
readily. Your stock looks clean and keeps clean. Third— 
stock LAMSON products. You can get every kind of fastening 
you need from LAMSON & SESSIONS—manufacturers of the most 
complete line of bolt and nut products in this country. If it's 
standard—it's stocked by LAMSON. Be sure to ASK for the new 
1939 LAMSON Stock List—to be published soon. © THE LAMSON 
& SESSIONS CO., General Offices, Cleveland, Ohio. Plants 
at Cleveland and Kent, Ohio; Chicago and Birmingham. 


CAP SCREWS 


SESSION'S 








= 
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TBIG REASONS 
aWHY YOU CA 
PROF WITH THE 


TEXROPE LINE @ 





ce 


' The sensational new Allis-Chalmers Vari-Pitch Speed Changer em- 


ploys the Vari-Pitch principle and uses Texrope Drives. It is 
sweeping variable transmission market. Aggressive advertising 
paves the way for you to make easy sales and BIG PROFITS! 


CHECK THEM YOURSELF vou'l! find that these are Seven 


good reasons why so many wide awake distributors are 
making a real profit with the Texrope line. You too can 
do the same. Remember, industry is modernizing for 
profit in its power transmission systems. 


MAKE A PROFIT! Meet this demand with Texrope Drives 
— Duro-brace Sheaves — Vari-Pitch Sheaves and the sen- 
sational new Vari-Pitch Speed Changer. Get the facts! 
Call the nearest Allis-Chalmers district office or write 
Allis-Chalmers, Milwaukee, Wisconsin. Find out how 
you can make a real profit with the Texrope line. 


. WIDE MARKET Your customers in every industry 


have an application for Texrope Drives. 


L GROWING DEMAND = The increasing pressure for man- 


ufacturing profits forces your customers to call for 
Texrope Drives to increase production and cut costs. 


4 AGGRESSIVE ADVERTISING Texrope Drives have been 


forcefully advertised to your customers through all 
mediums from the beginning. 


FIRST IN THE FIELD = Aniis-chalmers originated and 


patented the multiple V-Belt drive — the drive that 
revolutionized transmission practice. 


_ ENGINEERING COOPERATION Aunis-Chalmers trained 


transmission engineers help you make special 
sales when needed. 


FULL LINE § ‘There's a Texrope V-belt size for every 
application — from fractional horsepower up. Also 
the Duro-brace Sheave — the Vari-Pitch Sheave — 
and the sensational new Vari-Pitch Speed Changer 
complete a full line of profit makers for you. 


PRICED RIGHT §= Your margin on TEXROPE will 
return you bigger profits on the volume you 
get with this easy to sell fast moving line. 





ALLIS-CHALMERS 


ROLWRORE ERIS UGES a 














PROFITABLE 
1939 


A Johnson Bronze Franchise is a profitable connection — any way 
you compare it. You not only serve your trade with the highest quality 
bronze obtainable — but you make real money doing it. 


TP Si 


e In selling Johnson UNIVERSAL Bronze you have every sales ad- 

WRITE FOR vantage. Every bar is completely machined — I.D. - O.D. and Ends — 

saving your customers 25% in purchase weight. The alloy—S.A.E. 64 

A COPY OF OUR — 80-10-10 — guarantees the greatest bearing performance. The range 

DISTRIBUTOR of sizes — over 350 — enables them to buy according to their needs — 
FRANCHISE and every bar is 13” in length to allow for economical cutting. 


e 1939 will present your greatest opportunities for sales. Our 100% 


cooperation will enable you to take every advantage of these oppor- 
tunities. Why not investigate our proposition — now? Your inquiry 
carries no obligation. 


JOHNSON BRONZE COMPANY 


cy 535 SOUTH MILL STREET - NEW CASTLE, PA. 


Y @otleeve BEARING HEADQUARTERS = 
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lhisih up Dodge .;. when planning a new plant... when adding a new 


department ... when installing new machinery ... when 


modernizing old equipment...when designing new products. 


VA 


> 


THE 


ht 
RY e) 


>, 


@in industry today .. more than ordinary consideration is given to pro- 


duction costs .. Careful analysis shows that this matter of transmitting power 


vitally affects them .. So, you executives who are now considering plant 


expansion or modernization . . think of Dodge Drives . . they tame balky 


power and put it to gainful work ... Dodge Drives are serving all branches 


of industry under all conditions .. They are rugged, sturdy ard reliable 


and able to absorb the shocks and stand up to severe, continuous service 


... Throughout the entire line of Dodge 
power transmission equipment there 
are refinements of design and operating 
efficiency which reduce power-waste and 
insure more continuous production flow. 


DODGE MANUFACTURING CORPORATION 
MISHAWAKA, INDIANA, U. 5. A. 


FOR | 


Wade 





Think of Dodge 
When planning o seh we on Dodge 
for unprejudiced power transmission 
recommendations backed by nearly sixty 
yeors experience. 
When adding « new department — call on 
Dodge to recommend “the Right Drive 
for Every Job.” 
When buying new equipment — specify Dodge 
power drive and bearing units. 
wh Jornizing old eqvipment—install stand- 
ardized Dodge power drive and beoring 
units to save time, money and power. 
When designing new products — use stondard- 
ized Dodge power drive and bearing units 
to cut costs ond improve performance. 








THESE IMPROVED WILLIAMS’ WRENCHES ARE 


NOT SHELF SQUATTERS 














OTHER 
Ea “1 you know WILLIAMS’ | 
the story back 
of ees Seat PROFIT 
tional wrenches you know why they move too fast to BUILDERS 


gather dust on distributors’ shelves. 


Take Williams’ “Superior” Wrenches — drop-forged from EYE BOL 
specially-processed carbon steel, they are just about twice ao 
as strong as old-fashioned carbon wrenches. They aver- 

age 93%, as strong as the strongest alloy wrenches, yet 

sell at approximately half the price. 50 patterns, more 

than 1 standard sizes, for every industrial need. 


And in Williams’ “Supersockets” you have the world’s 
most flexible wrench system. Thin-walled detachable 
sockets, accurately heat-treated for maximum toughness 
and strength. Attractively finished in chrome-plate. 
5 complete lines, sold singly or in convenient Sets, cover 
every customer requirement. 


J.H. WILLIAMS & CO. 
42 Spring St., New York 


Headquarters for: Drop-Forged Wrenches (Carbon and Alloy), Detachable Socket 
Wrenches, Reversible Ratchet Wrenches, Tool Holders, "C” Clamps, Lathe Dogs, 
Eye Bolts, Hoist Hooks, Thumb Nuts and Screws, Chain Pipe Tongs and Vises, etc. 
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Mitt Supepties 


E. J. McOSKER and JOHN J. WELCH, Editors 


TIME TO GET CHOOSEY 





AN ENCOURAGING NOTE has been sounded at the 
current mid-year meetings. In place of the cus- 
tomary resolutions by distributors calling for 
manufacturers to get religion via selective dis- 
tribution, loftier sales policies and holeproof re- 
sale prices, we hear it voluntarily said that these 
(lemands are actually being met, that the Class 
I group of manufacturers is definitely growing. 

This cheerful progress is probably due to 
several things: Government policing of trade has 
made it expedient for manufacturers to settle 
on one way of doing business. The successful 
experience of manufacturers who joined up has 
brought other converts into the flock. And— 
perhaps the constant preaching at conventions 
and meetings has at last sold the idea that it’s 
good business to deal with the distributor in a 
strictly moral way. 

All of which suggests a further question— 
How goes the shoe on the other foot? If selee- 
tive distribution is making such headway, is 
selective buying keeping pace? The manufac- 
turers whose cooperation has helped clean up a 
sore spot are entitled to an answer. 

It works both ways. The distributor who 
asks a manufacturer to use care in how and to 
whom he sells is in turn obliged to give this 
manufacturer preference over one who will not 
cooperate. From the manufacturer’s stand- 
point, it would certainly give cause for wonder 
and reconsideration if, after coming through 
on the distributor’s demands, that same dis- 
tributor were lost to a competing manufacturer 
whose sales policy was nil. 


But the obligation to exercise selection in 
buying does not end the argument. The estab- 
lished distributor can count his reputation as 
his major asset, and he risks that in each con- 
nection made with a supply source. 

The right supplier can provide: protection 
against a competitor’s chisel, stability in busi- 
ness dealings, a product quality en- 
hances the distributor’s prestige, and real sup- 


whose 
port on customer complaints. Conversely, the 
wrong supplier projects his distributor into the 
dog fight where prices may vary from day-to- 
day. His plane of business practice being low, 
so too may be the quality of what he makes. 
And for that the distributor 
alone. 


takes the rap 
Worse still, the distributor’s association 
with Mr. Wrong may scare off a Mr. Right, with 
whom he would be glad to do business. 

It’s time to act on this matter. Selective dis- 
tribution, which has made such progress, can 
go on from here to become the accepted way of 
life for manufacturers associating with this 
field. It can—if—if the manufacturer who 
practices it hand-in-hand by 
practice 


is accompanied 
distributors who 
buying. 

Fair play demands it. Business logic dic- 
tates it. Its widespread adoption will give the 
whole trade a lift. But while waiting for that, 
remember that its individual adoption—by you— 


similarly selective 


will pay off in terms vastly too big to ignore. 
So this year-end—how about an inventory of 
your supply sources? You can afford to be 


choosey. And besides, it was your own idea! 
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THE REPUBLIC 
5-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


* 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* 


Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold. 


* Business efficiency becomes difficult 
for an Industrial Distributor when his ter- 
ritory is frequently invaded by direct 
factory sales. Such a condition places a 
handicap on an establishment's efforts 
to get a reasonable share of the business 
in its locality. 

Complete elimination of factory com- 
petition is a very profitable factor in the 
relationship between Republic and its 
distributors. And backing up this advan- 
tage is a program of active cooperation 
. .. cooperation on the selling job, on 
prompt delivery and technical service. 
Any user of mechanical rubber goods is 
assured of special consideration in ad- 
dition to quality of product by dealing 
with a Republic Distributor. 

Consider the advantages of contact 
with a source of supply that actually 
works for you. Estimate the value it would 
mean for your business. Let us give you 
further information. Republic Rubber 
Division of Lee Rubber and Tire Corp- 
oration, Youngstown, Ohio. 


RUBBER 


MILL SUPPLIES © DECEMBER 1938 








PLUNGERS: Greenbacks flew thick and fast recently in Atlanta when 

Frank Archer (Superior-Sterling) landed in town all hopped up about 

the Alabama football team and Bob Page (Henry Walke Co.) rose up, 

equally enthused over Georgia Tech . . . Tech being a rank under- 

dog, everybody felt sorry for Bob, but at the end of the half he had 

a 14-0 lead and practically a mortgage on Superior-Sterling. Frank’s Vol \ fit 

boys came through at the finish to knot it up, 14-14, and bets were off ae eee oe 
‘“That’s the supply business,’’ they mused . . . ‘‘Lots of 

trading, big volume—but nobody makes a profit.’’ 


ADD SPORTS: The wife of Mart Kelly (M. J. Kelly Supply, Syra- 
cuse) won tickets to the Army-Notre Dame game, transportation to 
N. Y., and hotel accommodations in a recent chureh raffle... H. H. 
Johnston (v.p. of Wm. T. Johnston Co., Cincinnati) won a door prize 
at the Purehasing Agents’ ball Nov. 12... "Twas a beautiful 
chrome plated eleetrie waffle iron donated by Standard Pressed Steel 
. Jerry Jeakle, new pres. of Vincent Steel Process, is a former 
manager of the famous Ray] basketball team . . . And incidentally 
played professional ball in the old Federal League. The Jerry Jeakle of old 


WHERE’S HARRY? Pandemonium busted loose the night Cleve- 
land p.a.’s held a ‘‘Mill Supply Night’’ when someone yelled for 
. Darned if the whole Cleveland Tool delegation didn’t 
knock down chairs getting there... A gag, mebbe.. . But 
Harry Ruhf, Harry Cole and Harry Knapp won’t admit a thing. 


TABLE TURNERS: At the same meetin’ it was learned that Pete 
Boylan (W. M. Pattison) was having a birthday . . . Pete being a 
favorite with his local purchasors, it got to be a question of who was 
trying to entertain whom. 


DARE-DEVIL: With everybody in the world hating Hitler to pieces, 
Paul J. Hagerty (Hagerty Bros., Peoria) showed up at the Central 
States meeting with false moustache, and slicked-down hair, looking 
too, too much like Der Fuehrer. 


HUNTSMAN: A man who gets what he goes after is Paul Roberts 
(Paul Roberts Machinery & Supplies, Pocatello) . . . Paul recently 
set out on a combined deer-hunting and fishing expedition into the 
central part of southern Idaho . . . Came back with a deer and a 
steel-kead trout that tipped the beam at 164 pounds . . . Apolo- 
getically, almost, he allows as how next year he hopes to show up 
with a little more representative trout . . . Idaho whales please 
note. 


EAR TO THE GROUND: Truck No. 24 of what prominent Jersey 
distributor broke down in the middle of noon traffie at 5th Ave. and 
42nd St., N. Y., on the 3rd of Nov? ... Monte Blue of the movies 
served time as an order clerk at Union Hardware and Metal Co., Los 
Angeles . . . Jack Dale’s (Briggs-Weaver) name is real and no 
nickname for John, as he has a brother named John Dale . . . So 
you needn’t attempt formality in letters addressed to him . . . The 
ear of D. C. Lambert, head of the Chicago office for Quincy Compres- 
sors, was not long ago rammed by a drunken driver . . . No one 
hurt, new ear needed. 


J.J. W. Mighty huntsman with an apology 
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NEWS 
PIX 


The Bastian & Blessing exhibit at the 
W. H. Taylor Co. show, Allentown, Pa., 
holds the interest of the visitors 





W. P. & R. S. Mars Co., Duluth hold a 

duck dinner at the Northland Country 

Club, Oct. 19. L. to R., R. S. Mars; Al- 

bert Peterson; C. H. Kirkwood; H. C. ° 

Hoy, American Steel & Wire; W. F. John- ) H | G H LI G H T S This Month 

son; R. B. Scott, Worthington Pump; 

W. K. MacAskill; W. P. Mars; H. L. Tour- Central States meeting in Chicago, Nov. 14, drew more than 500. 
telotte, Manhattan Rubber; S. L. Beckwith; Zone meetings were sponsored by the Southern Association at 


H. T. Core, American Steel & Wire; M. M. 
McEiderry: = Se sede Air Atlanta, Nov. 11-12, and Shreveport, Nov. 18-19 (pages 17, 19). 


Products; W. G. Redel; H. G. Brown 


_ Two good shows by eastern Penna. distributors (see page 20). 


Executive committee meetings of American and National Asso- 
. ,ciations scheduled for Dec. 7 at Dearborn, Mich., and a zone 
xy , meeting of manufacturers and distributors from the territory 
adjacent to Michigan, Dec. 8 at the same place. 





Jack Dale, president and Alvin Smith, 
secretary, conduct regional meeting in 
Shreveport, La., Nov. 18. . 


Group at the Central States Mill Supply 
Club annual meeting, Nov. 14, at the 
Palmer House, Chicago 





ITS TIME 


WE LEARNED 


Only a broad, thorough study of distribution—by experts—will provide the knowledge we need to 
place this industry's future on a sound basis, says "Tony" Clark in a talk before the Central States 
Club ... You may not agree with all he says, but it's bound to set the entire trade to thinking 


By H. K. "TONY" CLARK 


GENERAL SALES MANAGER, THE NORTON CO., WORCESTER, MASS. 


T IS A perfectly fair statement 

to say that the mill supply 
houses inherited almost 100% of 
the mill supply business in the 
country. If they did not inherit 
in actuality 100%, they certainly 
inherited the desire of the manu- 
facturer to have them handle 
100% of the business, because in 
those days every manufacturer 
was thinking of his distributors as 
his customers. 

In this happy state our indus- 
try turned the corner of the cen- 
tury from the Age of Steel into 
the Age of Speed. The Age of 
Speed brought rapid industrial 
growth, a demand for better in- 
dustrial tools. The business of the 
manufacturers of mill supplies 


grew, dollar volume of the exist- 
ing mill supply distributors grew 
in proportion, new and competing 
distributors started in business. 
As volume soared everyone was 
happy. But even in those days 
of happy manufacturer-customer 
relations, a fundamental change 
was in the making—the tendency 
toward direct purchasing, direct 
selling. 

Although statistics are lacking, 
we may assume that as recent as 
1905, 75% of the mill supply busi- 
ness of the country was done 
through recognized mill supply 
distributors. And today I estimate 
that slightly under 30% is in the 
hands of mill supply distributors. 
(Editor’s note: Other reliable esti- 
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mates range upward to 50%.) 
Your potential has not decreased; 
no, it has increased—but your par- 
ticipation in that potential has de- 
creased to a point which should 
cause you to wonder if your busi- 
ness is a disappearing one.. The 
tendency toward direct selling has 
been increasing—why? 

The distributor feels that the 
early requests of the customer for 
direct handling of the customer’s 
account should have been refused, 
in all instances, with instructions 
to buy from the distributor. The 
manufacturer answered this accus- 
ation by the general alibi that the 
customer insisted on buying direct. 
But, when the manufacturer so 

(Continued on page 83) 
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Nearly 500 attended the Central States banquet, Grand Ballroom of the Palmer House, Chicago 


MID-YEAR MEETINGS 


New officers, Central States: Hemmingsen, 
Sec. (Mohr-Jones); Schroeder, Treas. 
(Ft. Wayne Pipe & Supply); Swanson, 
Vice- President (Globe Machinery & Sup- 
ply); Channon, Pres. (Great Lakes Supply) 


ey 


Early arrivals wait for things to get started 
at the first session in the beautiful Sky 
Room of Shreveport's Washington-Youree 
Hotel 


CHICAGO 


Stanley Retzlaff (left) of Allis-Chalmers 
Mfg. Co., chats with Howard F, St. 
George, Shadbolt & Boyd Co., Milwaukee 


SHREVEPORT 


“Dick" Alcott (Riechman-Crosby, Mem- 
phis) rises to remark while others lounge 
in typical informality which characterized 
this intimate gathering 
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E. K. Stoddard (lowa Machinery & Sup- 
ply) and Oscar Iber (O. Iber Co.) —Stod- 
dard accepting cigars for solving Oscar's 
knotty problem in figuring insurance 


Carl C. Krueger (San Antonio Machine 
& Supply Co.) starts the ball rolling for 
an interesting open forum discussion on 
the future that faces business management 











turers from most sections of 
the country turned out enthusias- 
tically last month for their annual 
mid-year meetings. In Chicago, 
where the Central States Mill Sup- 
ply Association held its get-to- 
gether November 14, nearly 500 
attended. The call went out from 
Jack Dale, president and Alvin 
Smith, secretary, of the Southern 
Association for two-day sessions 
in Atlanta and Shreveport. The 
former drew more than 100, the 
latter about 40. Summaries of the 
various meetings follow: 
Atlanta—A new type of zone 
meeting was tried out at the Bilt- 
more Hotel on November 11-12. 
The first morning session was for 
distributors only. Of the open 


D ISTRIBUTORS and manufac- 


forum type, the meeting covered 
such subjects as “Customer Rela- 
tions”, “Creating Good Will’, 
‘‘What Management Faces’’. 
Among those who gave comments 
were F. N. Hall, Montgomery & 
Crawford, Spartanburg, N. C.; F. 
M. Archer, Superior - Sterling, 
Bluefield, W. Va.; F. D. Wallis, 
Farquhar Machinery, Jacksonville, 
Fla.; George Winship, Fulton Sup- 
ply, Atlanta; and I. M. Tull, J. W. 
Tull Co., Atlanta. C. G. Ainsworth, 
local representative of the United 
States Chamber of Commerce, 
showed a movie designed to dispel 
misconceptions about business. 

In the afternoon an open meeting 
included manufacturers and their 
representatives. Specific products 
came in for attention. C. F. Con- 


WELL ATTEND 


E. R. Kleinman and Archie Chandler 
(American Pulley) and Alvin M. Smith 
(Smith-Courtney, Richmond, Va.) secre- 
tary of the Southern Association 


“No more pictures,” says Frank Archer 
for this group that also includes Alvin 
Smith, Jim Bates (Moore-Handley) and 
George Winship (Fulton Supply) 


CHICAGO 


Jim Clark and Don Hendershot (Birdseye 
Electric); Hank Watson (Alexander Bros.) 
and George Bockstahler, Jr. (Indianapolis 
Belting & Supply) 


ATLANTA 


ies 


oe 
A 1 


1. W. “Ike” Tull (J. M. Tull Metal & Sup- 
ply) informally turns to face the Atlanta 
group and join the discussion on modern 
collection methods 
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ner, of the B. F. Goodrich Co., 
representing the mechanical rub- 
ber industry, described efforts be- 
ing made to help distributors in- 
crease volume and profits in these 
lines. W. J. McKee, National Tube, 
discussed conditions in the pipe 
market. Valves came in for dis- 
cussion by Charles B. Yardley, 
Jenkins Bros. Fire extinguishers 
and forged tools were also dis- 
cussed from the angle of increas- 
ing sales activity, the latter line 
being presented by Bert Wilcox of 
J. H. Williams. R. K. Hanson, 
secretary of the American Associ- 
ation, spoke in the absence of W. 
A. Purtell, association president. 

At the Saturday session the 
featured speaker was C. H. Whit- 

(Continued on page 76) 


ED 


Bill Johnson, Cliff Cecil, Harry Flavell (all 
of W. O. Barnes Co.); Bill Teare (Sterling 
Products Co.); C. S. Durkee (Armstrong 
Mfg. Co.) 


The future of business management gets 
an airing in a talk led by F. N. Hall of 
the Montgomery & Crawford Co., Spar- 
tanburg, S. C. 
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E. W. Hoats, Taylor & Co.; Fred Hoelzle, Cleveland Twist Drill; Bill Jenks, Rockwood Pulley, knows what to do when it comes to 
Jack Taylor of Taylor & Co.; Ben Reuther, N. Y. Belting & Packing; power transmission, and has little trouble keeping plant men in- 
C. S. McElyea and G. F. R. Bahnson, both of Taylor & Co. terested in his display at the Taylor show 


Show Dull 


WO SUCCESSFUL industrial N p E N N 


shows were staged during the 
month of November by Pennsyl- 
vania’ distributors. William H. 
Taylor & Co., Allentown, scored 
first with an exhibit that ran from E. F. Cooper of Walker Turner Co. 
November 1-5, and played host to turned out attractive wood products 
capacity crowds for five days. at the Taylor show, fascinated women 
Holding its second industrial ' es visitors as well as plant men inter- 
exhibit of supplies, tools and equip- ” ae hea tem 
ment, Maddock & Co., Philadel- 
phia, entertained some 4,000 
buyers and plant men on November 
16, 17, and 18. Both organizations T. M. Frankfurter, treasurer, A.S.T.E.; 
were well pleased with the at- Bill Waldo, vice-president, Allen Mfg. 
tendance. Unusual interest was Co., and Carl Meister, also of Allen 
shown in the various manufactur- : Mfg. Co., in the Allen Mfg. Co., 


ers’ exhibits. . booth at Maddock show 


Edward R. Glenn, secretary, A.S.T.E.; 


Registering satisfaction at Maddock show are: E. J. Weierstall, Eric Federschmidt, factory representative for Black & Decker, and 
North Bros.; Henry Maddock; David Moffat, L. S. Starrett; Percy one-time famous Olympic oarsman shows crowd how to stroke a 
Maddock, and Arthur Meigs portable electric saw to victory at Maddock show 
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CRASHING 


Headwork by a straight-thinking 


distributor and his manufacturer 


produces a plan to get in solid 


with the customer whose door is 


usually shut 


By JOHN J. WELCH, cp/7ToR 


N°” TOO LONG AGO one of the 
prime rules of salesmanship 
was, “Stick your foot in the door.” 
That saved you the embarrassment 
of having the portals swung shut 
in your face before you could get 
your story across. What now of 
those accounts of yours where 
doors seem always to be closed to 
you, who express perfect content- 
ment with the brand of service and 
goods provided by your competitor 
and have little time for you? It’s 
a difficult problem, both for the 
salesman and his boss, for the one 
hates to think of the commissions 
he may be missing and the other 
finds small profit in regularly 
checking over inactive accounts. 

They’ve an answer for this 
tough one at Franklin Hardware 
Co., in New York City. They use 
a new product as a figurative foot 
in the door and, once the interest 
of the buyer is aroused by the new 
number, the rest of the line can be 
given a little attention, too. 

The idea began to chug a few 
months ago when Andy Diehm, 
Franklin secretary, was discussing 
with a manufacturer plans for in- 
troducing a new type and quality 
of molybdenum hack saw blade. 


Andrew Diehm, Secretary, Franklin Hardware Co., 
New York City 


Their thinking went something 
like this: “New products ought to 
mean new business. Neither of us 
will get much benefit out of this 
one if the salesmen take it out on 
the same old rounds. That will 
simply mean present customers 
changing over from the old type 
blade to the new, with no extra 
volume added.” 


New Business Quota 


Whereupon it was decided that 
the inactive accounts provided the 
real field for exploitation. 

Says Andy Diehm, “We set a 
quota for each man to bring in 
ten sample orders within ten days 
from new accounts. We considered 
this quota reasonable for an arti- 
cle having the merits of this one. 
The results were super-satisfac- 
tory. Every man brought in the 
ten sample orders within the time 
limit—and one man did it in less 
than five days! In the ten-day 
campaign, we opened up 65 new 
accounts with this blade. 

“This quota system is a good 
one for the introduction of new 
products and we plan to adopt it as 
a regular sales policy for other 
new items in the future. True, the 
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plan will not work with equal ef- 
fectiveness in every instance. The 
question of the item’s quality and 
its uniqueness must be considered. 
Occasionally a product comes out 
that is a natural—something that 
fills a big need, something they 
will want badly, something they 
can’t get anywhere else. When 
that happens, the doors will open 
without a squeak and the orders 
will come easily. That’s the time 
to ring the bell with the customer 
who seldom will buy from you. 
He’ll consider your introduction of 
the item an actual favor to him 
and remember you with gratitude 
for having performed the service. 
Thereafter you can likely expect 
repeat orders on this product— 
and probably an increasing-amount 
of purchases on the other lines 
you carry. 

“This is not to say that your 
regular customers should be ig- 
nored when you have something 
new. You owe it to them to report 
on developments in products, too. 
But when you’re looking for ex- 
panded volume remember it comes 
easier and faster from bringing 
dead ones to life than from making 


, 


live ones ‘liver’. 





HEN metal-working reaches 
the “heavy” classification, 
beef and brawn aren’t much use 
anymore; it takes hoists, trucks, 
cranes and roll conveyors, For 
heavy metal-working means mak- 
ing big machines, forging heavy 
parts, or fabricating sheet steel 
that’s at least a quarter-inch thick 
and a half-dozen feet square. The 
plants making punch presses, rail- 
way locomotives and cars, ships, 
and so on come in this group. 
The same old business formula 
that works anywhere else works 
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Being a suggestion or two on ways and means of hoisting 


a little hoist business out of heavy metal-working plants 


By E. J. TANGERMAN, JECHNICAL EDITOR 


here too—keep your eyes open, and 
be ready and willing with sugges- 
tions. Let’s assume you’re calling 
on a heavy metal-working plant 
for the first time, and have asked 
for—and received—permission to 
go through the shop. You’ll prob- 
ably go to the die shop or tool shop 
first, that being the building or 
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section in which machining of die 
parts is done. There’ll be lathes, 
drilling machines, shapers, plan- 
ers, milling machines, die-sinking 
machines and so on, the larger ma- 
chines served by an overhead crane 
(don’t forget replacement cables, 
special lubricants, etc.) and the 
smaller ones on a balcony or 





ranged under a lower part of the 
roof. Some dies can be half-ton 
chunks of metal that take a lot of 
jacking around to get into position, 
so there’ll be a convenient beam 
or monorail for hoisting around 
each machine. But, if it’s a beam, 
the chances are three to one that 
the operator has to take time out 
to hunt up a hoist when he needs 
one. Since the usual proportion 
of handling to machining time is 
low, a chain hoist is usually good 
enough, but there should be a 
chain hoist for each machine that 
handles big pieces. An individual 
chain hoist saves handling time, 
reduces setup time, and so keeps 
the machine-tool investment earn- 
ing interest. 


Big or Little? 


Many smaller machines, or ma- 
chines handling smaller work, can 
get by with a light hoist; the big- 
ger tools will need geared units in 
half-ton, ton or larger sizes. And 
hoists should all be on monorails, 
so the pieces they carry can be 
taken out to the edge of the aisle 
where the crane or a truck can 
reach them, and so the hoist itself 
can be pushed out of the way 
when the machine is running. If 
die parts are very heavy, the trol- 
ley should be chain-driven. Or it 
may be advisable, if the proportion 
of handling time to machining 
time is high, or one hoist can 
serve several machines conven- 
iently, to use an electric hoist. 

But the real spot for power 
hoists is on the production line, 
in the steel shop, erection shop 
and hammer shop, where you’ll go 
next. Which types of production 
shops you find will vary with the 
plant—some will have big forge 
shops, some simply fabricating 
shops, other hydraulic-press aisles, 
hammer shops, roll shops, and so 
on. Cranes, big and little, some- 
times on two levels, pass and re- 
pass, carrying steel to machines, 
taking partially fabricated pieces 
to other machines, picking up fin- 
ished pieces one at a time, in loads, 
or in tote boxes. But each ma- 
chine must also have its own han- 
dling equipment. 

Punches and shears have posts 
extending upward from the frame 
top, each with a swinging arm car- 
rying a hoist. Some machines 
stand close enough to a wall or a 
roof-supporting column so that the 


swinging arm—commonly called a 
jib—is on the building column in- 
stead of the machine. Other ma- 
chines are served by a monorail 
or a small hand-operated crane. 
Again, where machining time is 
much greater than handling time 
—as in single-punching many holes 
in a large plate—the geared hoist 
is used. But for furnace loading 
and unloading, multiple-punching, 
rolling, or other operations where 
each piece passes through rapidly, 
the electric hoist serves better and 
more economically. Hoists doing 
furnace loading may be remote- 
controlled and carry electromag- 
nets for handling plates or bars. 
Others have special chains with 
clamps, wire-rope slings, etc., each 
designed to pick up a particular 
part quickly and to hold it prop- 
erly for the operations that ma- 
chine performs. 


Proper Hoist Saves Money 


And right here is where your 
sharpness of eye counts a lot. In- 
evitably, somewhere in the setup 
there’ be men handling steel 
that should be handled by hoist, 
and somewhere else there'll be a 
geared hoist which should be re- 
placed by an electric unit. It’s 
inevitable because some setups are 


This 3-ton electric hoist helps a railroad 
shop assemble car trucks. The chain hoist 
in the background is also ready to help! 
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made with what the pliant has on 
hand—sometimes an obsolete or 
inefficient unit, but more often 
one that increases handling time 
and thus makes handling cost 
more than it should, as well as 
reducing working time of the ma- 
chine it serves. The latter is 
usually the larger loss, because 
not only is the operator using 
his time inefficiently but the tre- 
mendous investment in a machine 
is not paying all the dividends it 
could. 


Man Is No Hoist 


Keep your eyes open for some- 
thing else too—the man who is 
handling pieces weighing fifty 
pounds or so. Individually, they 
aren’t much of a load, but after a 
day of it, his back tells him he’s 
been working, and his production 
sheets show fewer finished pieces 
for the last several hours each day. 
His job can be made easier, and 
more efficient, with the handling 
device called a “balancer”, which 
is simply a two-diameter pulley, 
on one of which is the lifting 
cable, and on the other, and larger, 
is a rope which the operator pulls 
when he wants to lift a load. He 
has the mechanical advantage of 
the difference of pulley diameters, 
and besides spring tension in the 
balancer to help him. The result 
is that his load is half, or less, than 
a handlifted one. 

Keep your eyes open too for 
small and special departments 
tucked away into small buildings 
or under leantos to the main build- 
ing. In such rooms they shear 
stock, temper tools, or may have 
a complete heat-treating depart- 
ment. All need hoists for handling 
stock, but the heat-treat in par- 
ticular will need elaborate mono- 
rails with electric hoists, in order 
to handle the case-hardening pots 
and boxes, etc., in and out of fur- 
naces. The usual arrangement is 
an oval monorail at each‘end of a 
furnace, leading from a loading or 
an unloading bench to the furnace 
door and back to a pot-storage sta- 
tion. 

Just because we’ve been talking 
hoists all along, don’t forget to 
keep your eyes open for “spots” 
for other handling equipment. 
Every heavy-metal working plant 
needs car movers, slings, chains, 
tote boxes, skids, hand and power 

(Continued on page 80) 





FRONT AND REAR of a type of gear 
rack, of which four have been 
built. Each is about 10 ft. long by 
5 ft. 10 ins. high, with V-shaped 
frame. The front and ends are fin- 
ished with plywood. Long wood 
screws are spaced at intervals on 
the slanting face on which the 
larger gears are hung. Rack gears 
are laid across pegs at the farther 
end. Underneath are two rows of 
drawers for small parts. The op- 
posite side is left open and has 
two shelves in addition to the large 
lower space formed by the top of 
the drawer compartment. These 
are used principally for small 
gears. 


ODD SPACES between pillars are 
utilized to build tackle block racks 
through the simple expedient of 
mounting pipes of various diame- 
ters between. 


RACKING IDEAS 


RACK FOR V-PULLEYS consists of an 
open frame, with v-shaped sup- 
ports and horizontal stringers. It 
is 8 ft. long by 74 ft. high. Supports 
as well as stringers are smoothly 
finished and varnished. All along 
the stringers are pegs for holding 
pulleys, consisting of a §-in. nip- 
ple screwed into a 2-in. waste at- 
tached to the stringer. The ar- 
rangement of these pegs is mostly 
in groups of three, for pulleys of 
4-in., &-in., and j-in. bore. A label 
is mounted for each factory num- 
ber group and there are enough 
groups to accommodate the com- 
plete factory listing of the Dayton 
line on the two sides of the rack. 


SHOVEL RACK built of 4x6-in. vert- 
ical end pieces supported on broad 
bases, with two 2x6-in. stringers 
on each side. The whole rack is not 
over 10 ft. long, but it will hold 
approximately 200 shovels. A 
metal track is mounted on the 
stringers. Forked shovel carriers 
with hooks hang over the track but 
are not fastened, so that the spac- 
ings between forks may be regu- 
lated at will. 
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THE UNUSUALLY well-ordered 

condition of the Campbell Hard- 
ware Co. stock and display rooms 
in Seattle is due in no small meas- 
ure to many ingeniously devised 
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and well constructed racks. Most 
of them were built by one of the 
stock keepers who is clever at de- 
signing and carpentering. Three 
of them are shown. 








The committee on the Bremen, L to R—D. S. Brisbin, Columbus 
McKinnon Chain Co., North Tonawanda, N. Y.; W. C. Stauble, 
Holo-Krome Screw, Hartford, Conn.; H. H. Allen, Thos. Cook & 
Son; R. S. Page, Henry Walke Co., Norfolk; George A. Fernley, 
National Association; B. H. Ackles, The Rayl Co., Detroit; C. E. 


Allinger, Chas. A. Strelinger Co., Detroit; A. R. Smith, Boyer 


Campbell Co., Detroit. 


N TUESDAY, Nov. 15, the 

convention entertainment 
committee, (above), headed by 
Charlie Allinger, Strelinger Co., 
Detroit, blew into town and went to 
work with a bang. They inspected 
the Bremen from stem to stern, 
then settled down in an A deck 
cabin to decide what the extra-cur- 
ricular pleasures of the cruise were 
to be. When the smoke cleared 
away, everyone had contributed 
something and a swell program 
had been arranged. 

Members and guests will begin 
to embark at 9:00 P.M. Wednes- 
day, May 17. Music will start at 
ten and the ship will sail at mid- 
night. A cold buffet will be served 
at one and three orchestras will 
play until two. On Thursday after- 
noon there will be deck sports, rifle 
shooting, bridge, tea dances, horse 
races and movies. In the evening 
a get-together dinner will include 
a floor show. The “Special Grey- 
hound Races” go on at 10:30; and 
dancing will continue until two. 


Right: Typical street scene in Bermuda 


More shipboard entertainment 
next day with a “Millionaires’ 
Party” Friday night. 

The boat will anchor off St. 
George’s Saturday morning and 
special events will be planned 
ashore including a dance at the 
hotel Saturday night which (end- 
ing at 12 o’clock by Bermuda law) 
will be continued aboard ship un- 
til two. More fun ashore on Sun- 
day with plenty of opportunity to 
see Bermuda at its best. 

Monday, again at sea, will see a 
gala day climaxed by the conven- 
tion ball and a farewell dance at 
night with the boat docking in 
New York next morning. 

The committee wes entertained 
by officers of Thos. Cook & Son at 
a luncheon at the Rainbow Room, 
65 stories up, and the rest of the 
details were ironed out. Everyone 
was well pleased with the accom- 
modations on the Bremen and ar- 
rangements are being made to 
guarantee this convention one to 
be remembered for a long time. 
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HOW OUR CONVENTION BOAT 
WAS SELECTED 


Several inquiries have been received 
asking if it were not possible for 
the convention cruise to be held 
aboard an American liner. This is a 
fair question and, in justice to the 
Committee, warrants a frank answer. 


The Cruise Committee and Thos. 
Cook & Son first endeavored to se- 
cure the United States liner MAN- 
HATTAN, but these negotiations 
fell through as the MANHATTAN 
was needed in trans-Atlantic service. 
Further investigation showed that 
other ships of the United States, 
British, French and Italian lines 
were likewise unavailable. 


The S. S. BREMEN, although the 
third largest ship afloat, is none too 
large for our convention. The 1939 
Triple Mill Supply Convention will 
be the largest industry gathering 
ever held at sea. There are 660 
rooms available on the BREMEN 
to meet estimated demands of from 
600 to 700 rooms and 408 persons are 
booked at this writing. In the last 
analysis, only a few ships are of suf- 
ficient size to accommodate the con- 
vention adequately, and of these few, 
the BREMEN was the only one 
available at the time wanted. 








INTERSTATE ITEMS 





NTERSTATE ITEMS, a little 

magazine issued monthly by the 
Interstate Machinery & Supply 
Co., Omaha, to its trade and its 
prospects as a sales promotion de- 
vice, contains product information 
and other items of interest and 
value to its readers, together with 
a fair sprinkling of humor. 

But it is not the purpose of this 
reference to Interstate Items to 
deal with the details of a publica- 
tion that has been well known for 
a long period of time. Rather, the 
motive is to call attention to the 
effective way in which the com- 
pany is using its sales promotion 
medium to foster better relations 
with customers and prospects. 

“Our primary purpose in issu- 
ing Interstate Items is to impress 
upon our customers and prospects 
that we carry close at hand to 
them a tremendous stock of a wide 
variety of supplies, equipment and 
tools—and that we are equipped to 
serve them speedily at all times,” 
says D. M. Edgerly, Interstate’s 
vice-president and sales manager. 
“But we also try to acquaint them 
with other facts about our organ- 


AMERICAN INDU 
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“D. M.” Says... 


This column is edited by our Sales Manager, D. 
Edgerly, and is devoted to short remarks on rt 


}, sure or “one trip” sa 
hove Goh des ta: te Sony sen 





taker, he must ¢ngi- 
neer the sale and help the customer 





This progressive Omaha house 
does a customer relations job 
and gets over a double mes- 
sage through the medium of 
its own monthly magazine. It 
gives the lowdown on its field 
representatives and _ inspires 


customer confidence in them. 
It also impresses the fact that 
the company carries enormous 
stocks of supplies, tools and 
equipment for the customer's 
convenience 


By EDWARD J. McOSKER 
EDITOR 


INTERSTATE 


ization that will strengthen our 
relations with them.” 

Some of these facts are revealed 
through a feature section entitled 
“"D. M.’ Says:” which is edited 
by Mr. Edgerly and is devoted to 
short remarks on timely subjects. 

His column in the October, 1938 
issue of Interstate Items is par- 
ticularly appropos to a discussion 
of public relations for it deals with 
Interstate’s salesmen—the men 
who are the front line ambassadors 
of the company, just as salesmen 
for other houses are the men who 
carry their companies’ banners out 
where the going is toughest. 

Without heaviness or sentimen- 
tality, and combining a fine sense 
of humor and brief personal bits 
with substantial facts, Mr. Edg- 
erly “glorifies” Interstate’s sales- 
men in a sound, effective way and 
gets over in his message an appeal 
to customers to become better ac- 
quainted with the salesmen as a 
means to developing real confi- 
dence in them. 

Mr. Edgerly’s message deserves 
repeating in its entirety —so 
here’s what “‘D, M.’ Says:” 


“The other Saturday morning 
when most of our salesmen were 
in the office, (they probably had 
landed in Omaha Friday afternoon 
but had not reported till Saturday 
morning), I was thinking that 
these selfsame salesmen were 
among our unsung heroes. 

“They do clutter up the office, 
when they are in, disorganizing 
office routine, kidding the stenog- 
raphers and making a general nui- 
sance of themselves, yet they are 
essential and business would go to 
pot without them. 

“The small boy’s idea of a 
traveling salesman, and this idea 
is shared by many others—is that 
he is a big good natured fellow, 
flashily dressed, a bunch of ten 
cent cigars sticking out of his 
pockets, who tells a lot of stories, 
spends freely his company’s money 
and lives off the fat of the land. 

“T think you will find, however, 
that the average salesman in this 
territory leads a fairly strenuous 
life. Our men, due to the fact that 
they attend most municipal and 
county lettings, must sometimes 
make long jumps, many of them 
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after dark. They buck snow, rain 
or sleet in the winter or wind, dust 
and grasshoppers in the summer. 
“In the warm months, too often 
their sleeping room is over the 
kitchen, and when the thermome- 
ter is hovering around the century 
mark, theirs is no bed of roses. 
“We are rather proud of our 
traveling emissaries! And, calling 
them by this six-bit name, doesn’t 
entitle them to more money, either. 
We have always endeavored to em- 
ploy men to represent us who were 
not high pressure or “one trip” 
salesmen. We have felt that in the 
long run it was to the advantage of 
both the customer and ourselves to 
send out men who would sell our 
merchandise on merit and as we 
wished it represented, and not 
have the men sell a lot of blue sky 






and fancy trimmings which they 
never expected to deliver. We have 
the utmost confidence in our men 
and I do not believe a single one of 
them would knowingly misrepre- 
sent any item or exaggerate its 
claims just for the sake of “get- 
ting the business.” Honesty is al- 
ways the best policy, not only from 
a moral standpoint, but from a 
business or any other standpoint. 

“We also believe we have a staff 
of men who are as well, or better, 
informed in their several lines, as 
any in this territory. As our busi- 
ness is quite technical in its nature 
we cannot use the same type of 
men who may make a success of 
the hardware, grocery or automo- 
tive lines. Each of our men must 
be more than an order taker, he 
must engineer the.sale and help 
the customer select the proper 
equipment for his particular job. 
Only a few weeks ago I was very 
much gratified when-a factory 
man, after working with some of 
our men, said “it is certainly a 
pleasure to work with your repre- 
sentatives, for they are unusually 
well-versed in their lines, the trade 
likes them and seems glad to give 
them their business.” 





“Naturally we have a diversified cannot go into detail as to each, 
bunch of fellows in size, appear- but you get the idea. 
ance and disposition. In height “We, in the office, hope you, our 
they run from Harry Heath with customers, will become better ac- 
his six-foot-six down to Sid Neal quainted with our representative 
with his five-foot-five. Then we in your particular territory. We 
have George O’Brien whose equa- know you will like him and we are 
tor is about the same as Sid’s sure it will be to our mutual ad- 
height. And we also have Neal vantage if you have confidence in 
Morris with his shining dome pro- our man as he has in you.” 
claiming, “Too late for Herpicide” When Interstate Items was be- 
and Tom Mackey with his flowing gun, the term “public relations” 
golden locks which most anyone was probably seldom heard. Never 


would love to fondle. the less, the company certainly 
“Then there is our quiet city recognized then the importance of 
salesman George Wilmes in con- supplementing direct sales con- 


trast with our genial good fellow tacts of its customers with litera- 
Tandy Peck. Tandy knows every ture that would stress the service 
man, woman, child and dog it was rendering. Over a consider- 
throughout his territory. able period of years, it has accom- 
“The other men also have their plished much in cementing its rela- 
distinctive characteristics but I tions with its customers. 














































































D. M. Edgerly, vice-president and sales manager of the Interstate Machinery and Supply 
Company, surrounded by the men of whom he writes. Bottom row, left to right—Sidney 
Neal, Bert Gurney, D. M. Edgerly, E. J. Fehrs, Herman Goldsmith. Second row— George 
Shafer, Neil Morris, Alton Deits, George Wilmes, John Gill. Third row—George O'Brien, 
Frank Bingham, Jack Pollard, Tom Mackey. Top row—Harry Heath, Frank Medelman, 
Merrill Edgerly, Tandy Peck. Mr. Gurney is manager of the power plant department and 
Mr. Fehrs of the construction equipment department, while Mr. Bingham is superintendent 
of the machine shop 
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This chain drive installation sold by the Langdon Supply Company is the main drive on 
the dryer of a large asphalt plant. Semi-finished steel roller chain is employed. Lang- 
don Supply also sold this plant a high-speed roller chain drive for a pre-cote machine. 
Drives like these provide a nice chain replacement business for the distributor 
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Langdon Supply sales emis- 
saries, who once practically 
confined their efforts to the 
agricultural field, are now go- 
ing after industrial orders in a 
big way, and ‘chain is one of 


their best sellers 


By FORREST L. LANGDON 


General Manager, Langdon Supply 
Co., Kansas City, Mo. 


RIGINALLY we served the 
O agricultural field almost ex- 
clusively. In fact, until recently, 
our company’s name was the 
Langdon Feeder Co. An analysis 
of the lines we were handling and 
of our sales set-up convinced us 
that, with some changes in our 
stocks and in our sales thinking, 
we would be well equipped to 
serve industrials as well as the ag- 
ricultural field. We felt that in 
servicing both fields we could bal- 
ance the off season in our agricul- 
tural business and do a good all 
around job. 

We have gradually adjusted our 
stocks to take care of the needs of 
our industrial customers. It has 
been something more of a task to 
alter our personal sales activities, 
but not so difficult as one might 
think. 

We have found that upon enter- 
ing the industrial field our princi- 
pal job has been to get the back- 
ground and the requirements of in- 
dustrial plants, know the men who 
must be reached and the avenues of 
approach. Selling the agricultural 
trade has been a rigid training 
ground for our industrial work. 
In this enlightened age of “ma- 
chinery on the farm”, many farm- 
ers, particularly the younger men, 
have had good mechanical educa- 
tions, and you must know your 
stuff if you expect to sell them. 
So in this respect we were pre- 
pared to talk to industrial men 
who want to know why. 

We handled chain, of course, 
when selling the agricultura! field, 
but our sales consisted mainly of 
detachable and roller chain for 
threshers, combines and tractors. 





When we got into the industrial 
business, we knew we were going 
to sell a greater variety of chain 
for entirely different purposes. For 
example, we are now moving a 
considerable quantity of high 
speed roller chain and _ special 
heavy contractors chain to plants 
and contractors in this territory. 
But as we go along we are learning 
more about what types of chain 
we must carry in stock—and in 
what quantities—in order to serve 
our customers properly. We are 
gradually adding to our other lines 
as we learn the needs of industry. 

Most of our sales of chain to 
industry are for replacements in 
drives or conveyors already in- 
stalled. I believe that, like other 
distributors, we are in an ideal 
position to build up a good chain 
replacement business, especially 
when we are able to get inside a 
plant. When one of our men goes 
into a shop to talk about files or 
hose or other shop items, he has a 
splendid opportunity to spot possi- 
bilities for chain replacement sales 
and to let the superintendent, fore- 
man, or master mechanic know 
that we sell good chain and are 
anxious to help him solve his prob- 
lems. Even if that is all the sales- 
man does at the time, he may be 
laying the ground-work for sub- 
stantial future chain business. 

However, impressing the plant 
official (and the purchasing agent) 
with the fact that we handle an 
excellent line of chain and carry 
adequate stocks may lead to a dis- 
cussion of some problem he is hav- 
ing, which in turn may result in 
the development of a good chain 
customer. 


"These co-workers of mine have done outstanding jobs in selling chain," says Forrest L. 
Langdon (left). Both Roy L. Herod and Wayne E. Keyes (above), like the author him- 
self, started their careers in the company's shipping room 


When a plant has had failures 
with one or more of its chain 
drives, we check speeds, horse- 
power loads and other factors in 
order to make recommendations 
for correcting the condition. 

This may seem rather difficult 
for the distributor’s salesman, but 
we don’t find it so. In the first 
place, our manufacturer provides 
us with a simplified catalog which 
enables us to arrive at most of our 
specifications easily. Secondly, ex- 
perience has been a good teacher. 
What we have learned in handling 
one job, we have frequently been 
able to apply to another. Finally, 
our manufacturer, through his 
representative in this territory, 
has always been more than willing 
to cooperate with us on problems 
too difficult for us to sulve. 


Look for New Installations 


Though the bulk of our chain 
sales is in the nature of replace- 
ments, we are always on the look- 
out for spots where original instal- 
lations of chain drives or conveyor 
systems might be sold and every 
original installation gives us a lot 
of encouragement. 

Our men are often able to make 
constructive suggestions for 
changeovers to chain drives in 
cases where trouble is being en- 
countered. They may note costly 
slippage or see other types of 
drives operating under cramped 
conditions, where a changeover 
would be a definite improvement. 
We never hesitate to speak when 
we have suggestions to offer, for 
we know that if we are unable to 
go all the way through with rec- 
ommendations and specifications 
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we can always fall back on the help 
of our manufacturer’s man. 

Chain ties in ideally with our 
other lines. We sell other types 
of transmission equipment and rec- 
commend what we consider best 
for each application. Practically 
every industrial plant on which 
we call has one or many applica- 
tions of chain in transmission of 
power or conveying, hence pro- 
vides a possible market for chain 
replacements. There are many es- 
tablishments in this territory 
where chain conveyors either are 
or should be an important part of 
the equipment, notably ice plants, 
packing houses, sand and gravel 
pits, processors of road material, 
and ready-mixed concrete plants. 

Frequently you are required to 
submit specifications when you go 
after chain replacement business 
and, in nine cases out of ten, these 
specifications are the only proof 
the buyer has that you know what 
you are talking about. Once in a 
while you run into a buyer who 
purchases on price alone but, if 
you have done a constructive sell- 
ing job, and your prices are not far 
out of line, you usually stand a 
good chance to get the business. 

In justice to my co-workers 
there are two men who are doing 
especially outstanding jobs in sell- 
ing chain for our company. I 
refer to Roy Herod and Wayne 
Keyes. These men have seen the 
opportunities open to us and have 
gone after business persistently 
and intelligently. It is in large 
measure due to their efforts that 
we have been able to attain the 
success we have in marketing this 
indispensable industrial item. 











business 
SURVEY AND FORECAST 








All reports indicate that the busi- 
ness outlook has been immensely 
strengthened by election results 
and that the continuance of the 
upswing into spring is more 
assured. Business men are di- 
vided between the Democratic 
and Republican camps, but the 
great majority in both are anx- 
ious for a more conservative 
trend in public affairs. 

Since the Munich Four Power 
settlement and the removal of 
war scare for a period of time, 
European news has not had much 
influence on economic trends in 
the U.S. American markets have 
forged ahead on the impetus of 
domestic factors. General Mo- 
tors’ idea of an “annual wage” to 
stabilize income will be watched 
with much interest. 


STEEL: Production, hitting 62.6 
has surpassed the estimates of 
last summer and has settled 
down to what looks like a sub- 
stantial recovery. How far this 
rise will go is difficult to say, but 
it might be safe to estimate that, 
if consumption keeps pace with 
production, a 60 per cent level 
should be maintained. It remains 
to be seen what effect the Walsh- 
Healy act will have on the indus- 
try, especially the independents. 


AUTOS: The motor industry is 
striving to produce a million cars 
before the end of the year, or 
one-third of preliminary esti- 
mates of the total 1939 model 
production. Buick, the bellwether 
of the industry has raised its 
quota to 360,000 units, the big- 
gest program in its history. 
Rising production, however, is 
not having too much effect on 
equipment buying as programs 
have been held off until the labor 
situation clears itself, notably 
the rumored UAW wage-equal- 
ization scheme for the parts in- 
dustry. 


ARMAMENTS: That this coun- 
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try is committed to a program of 
military preparedness is further 
evidenced by the declaration that 
the U.S. will back up its Monroe 
policy, the President’s examina- 
tion of the defense system, the 
proposal to divert WPA funds 
for martial construction, the War 
Department’s raise from 2320 
(Baker Board) airplane strength 
to 5,000 or 10,000 planes, and the 
tone of General Malin Craig’s an- 
nual report: Government in- 
quiries foreshadow a good vol- 
ume of machine and machine tool 
business and industry in general 
is beginning to feel the effects 
of national defense spending. 


RAILROADS: Withdrawal of 
railway wage cut notices ends the 
shouting until Congress meets 
and another try is made to solve 
the problem, perhaps with large 
Federal loans or subsidies. In 
the meantime, the I.C.C. has re- 
ported its investigation of the 


railroads’ relations with the for- 
warding companies and recom- 
mends that the railroads cooper- 
ate to handle directly the traffic 
now billed by the forwarders. 
Walter M. W. Splawn, I.C.C. 
chairman, also advocates a Fed- 
eral Department of Transporta- 
tion to coordinate all carrier 
agencies. 


BUILDING: October was the 
largest month for total construc- 
tion contracts awarded ($357,- 
000,000) since March, 1931. Of 
that total, residential awards ac- 
counted for $112,700,000, the 
largest total since May, 1930. 
Construction awards for 1938 to 
date, $2,402,711,000 are 10.9 per 
cent above the $2,166,109,000 re- 
ported for the 46-week period a 
year ago. F.H.A. figures for Oc- 
tober show 117 per cent more 
mortgages reviewed than a year 
ago and 182 per cent more mort- 
gages accepted for insurance. 





AUTOMOBILE PRODUCTION AND GENERAL BUSINESS 


A skyrocketing automobile production curve is a natural thing at this time of 
year, but the significant fact is that authorities expect it to top last year's 
performance by more than 25 per cent 





1937 





INESS WEEK INDEX 
1923-25 =100 


PRODUCTION 
(All Vehicles-U.S.and Canada) 


Oct. Nov. Dec. Jan. Feb. Mar. Apr. May June July Aug. Sept. Oct. Nov. 


1938 








MILL SUPPLIES @ DECEMBER 1938 





A Little Review on Hose and 
Hose Fittings to Sharpen Wits 


1. How are hose nipples com- 
monly prepared for re-use in rail- 
road shops? 

2. What is the common pressure 
an air hose must withstand? 

3. What are five common uses 
for air hose in a steel-fabricating 
shop? 

4. What are the peculiarities of 
most food-plant hose? 

5. What is the common length 
of industrial air hose? 

6. How are hose nipples com- 
monly held in? 

7. Why is this holding method 
injurious to hose? 

8. What two common troubles 
result? 

9. Besides air, what fluids are 
carried by hose? 

10. What special precautions 
are necessary in oil hose? 

11. How about gasoline hose? 

12. How are acetylene and oxy- 
gen hoses distinguished? 

13. What is the principal char- 
acteristic of the newer “gas-torch” 
hoses? 

14. Why is an extremely heavy 
cover useless on standard hose? 

15. Why isnt’ a heavy cover 
necessarily longer-wearing? 

16. Where is much air wasted 
in hose lines? 

17. Why should clamps of clamp- 
type hose couplings be fastened to 
the nipples? 

18. Which is usually the most 
satisfactory hose coupling? 

19. How can you determine 
which of a hose manufacturer’s 
brands is best suited to a particu- 
lar job? 


20. What is the function of the 
cover of an air-hose? 


21. Is air-hose ever protected by 
special covers? 
22. Do fruit farms use air-hose? 


23. Why are ice plants a mar- 
ket for air-hose? 

24. How do packing houses use 
air-hose. 

25. What is the rubber-impreg- 
nated fabric of an air-hose called? 

See page 82 for answers. 








Sam Supplier's Secretary 


Sam Supplier’s secretary is 
quite a girl—meaning she gets 
around. Just recently Sam heard 
her mumbling to herself, and 
eventually found she was trying to 
straighten out six district repre- 
sentatives of a well-known manu- 
facturer by what she could remem- 
ber about them. Here’s what she 
knew: 

Olson, Barkley, Brown, Elman, 
Apgar and Hudson each have one 
of the following territories: 
Youngstown, Harrisburg, Pontiac, 
Dallas, Chicago and New York. 

Miss Long is Barkley’s girl. 
Miss Phipps is Brown’s girl. Miss 
Kane is Hudson’s girl. Miss Ross 
is Olson’s girl. Miss East is El- 
man’s girl. Miss Phipps doesn’t 
know any Chicagoans. Miss Kane 
has never met any New Yorkers. 
Miss Ross worked at the 1936 
Centennial Exposition. Miss East 
hates Harrisburg men. Miss Ho- 
ran swears by Pontiac. Brown 
knows Miss East but she won’t 
have anything to do with him. 
Barkley wears a “Y.A.C.” watch 
charm. Sam and his Sec. finally 
figured out who went with whom 
—where. Can you? 

(If you aren’t up on geography, 
ease your curiosity on page 83.) 


foes] 
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“Miss Devere, from the office force, will help you out until 
we can get you an assistant, if you don't mind, Bixbee" 
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Salles tips 


from the Trade Press 


Because of space limitations, most items appearing in this 
department have been reduced to their elemental facts 
through digesting. Where the reader's interest is particu- 
larly great, we recommend that the article be sought out 
and read in detail in the paper where it originally appeared. 


How Salesmen Can 
Help Purchasing Agents 


When salesmen understand how 
the job of a purchasing agent is 
really run, both buyer and seller are 
apt to be happier. It smooths things 
out when the boys with the order 
blanks can move their minds over to 
the buyer’s side of the desk. For 
good buying and selling is neither a 
battle of wits nor a combat of will; 
it is teamwork of abilities and facili- 
ties. 

The buying problems of Warner 
Brothers are like those of any other 
big company. In finished product 
form, we buy every known material. 
For construction, production and 
maintenance, we buy materials for 
all departments of our studios and 
410 theaters. 

To make sure that we do not miss 
anything, our general purchasing 
agent spends at least 50 per cent of 
his time on the road, making contact 
will all sorts of people, and listening 
to everybody. 

Reaching forward through sales 
personnel also keeps us informed 
about oncoming technical develop- 
ments which will be ready for us in 
the future. That forward view helps 
us to balance out policies and de- 
cisions. 

By helping us to reach forward 
into their companies, salesmen are 
protecting us against rising markets, 
giving us the advantage of falling 
markets and helping us to find the 
occasional bargains which allow our 
investment dollars to serve our in- 
dustry better. 

Modern buying and selling is 
really a mutual attack on a common 
problem—that of increasing the 
wages of labor and capital alike. 
In that attack, the purchasing office 
is necessarily the nerve center—the 
campaign headquarters. And the 
thoroughness with which modern 
salesmanship understands this fact 
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and cooperates with it is one of the 
most inspiring elements in the 
rapidly developing science of busi- 
ness.—Herman R. Maier, general 
purchasing agent, Warner Bros. 
Forbes, November, 1, 1938. 


Safety With Goggles 
In Grinding Operations 


“With the increased mechanization 
of coal-mining operations the tradi- 
tional blacksmith shop has been re- 
placed by modern maintenance facil- 
ities,” observes K. N. Banthin, min- 
ing engineer, Oak Park, IIl., in de- 
scribing a method of insuring the 
wearing of goggles during grinding 
operations. “The adoption of mod- 
ern abrasion-resisting wearing 
plates, hard-facing materials and 
coal-drill, rock drill and mining ma- 
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The goggles must be taken in the hand 
before the switch can be thrown 
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chine bits has necessitated a wider 
use of all types of grinding tools.” 

Without proper precautions, this 
grinding equipment presents in- 
creased hazards. After a study of 
the mechanical problems and human 
traits involved in the case of men 
working on the general-service 
grinder it was decided that the best 
protection would be to place the gog- 
gles directly in the hand of the em- 
ployee before he could start the 
equipment. 

A standard “Square D” manual 
starter was equipped with a sheet 
metal frame to hold the goggles in 
front of the switch handle. There- 
fore, before the man could start the 
machine he had to take the goggles 
in his hand. Also, to prevent him 
from misplacing them after com- 
pletion of the job, all surrounding 
shelves, nails and ledges were re- 
moved or covered with sloping 
sheets, thus making it inconvenient 
to deposit them anywhere except in 
the appointed place. This system has 
proved an effective, practical and 
reasonably priced method of safe- 
guarding a general-service grinder. 
—Coal Age, November, 1938. 


Strategy in the 
Sales Approach 


“Thirteen years ago I took a job 
to sell wallboard in Texas for the 
Upson Company.” In those days 
there was a lot of missionary work 
to do before the lumber dealers could 
be sold the idea that wallboard was 
good for anything but chicken house 
and milk sheds.” 

“Strong as was my belief in our 
product, constant study was neces- 
sary in order to make the proper 
presentation. Sales came only when 
a situation was carefully studied be- 
fore an attempt was made to sell. 
No two approaches were alike. To- 
day we call this “strategy”—and if 
there ever was a time when strategy 
was needed as a working tool for the 
development of an order, it is right 
now. 

Aim to increase the brain power 
of your organization rather than in- 
crease the man power. Every man 
who does a higher type of thinking 
is a greater asset to himself as well 
as to the company. He not only 
makes more sales; he builds sounder 
relationship with his customers. 

This is the time for increased 
brain power and effort—as well as 
foot power—and, perhaps, man 
power. If men think more about 
their approach and presentation, 
about their product and its sales 
points, about the correct exposure 
of that product to the public and the 
reactions of prospects, there will be 
a natural sales increase which can- 
not help but cause a ripple that will 
eventually develop into a surge of 
activity—By Harry R. Shedd, vice- 
president, Upson Co. Executive Serv- 
ice Bulletin, October, 1938. 





announcing 
A New Publishing Schedule for 1939 


with important improvements 


The publishers of Mitt Suppuies take this 
opportunity of paying well earned tribute to 
industrial supply distributors for the truly 
remarkable progress they have made during 
the last ten years. 

Only a decade ago direct sellers were mak- 
ing a serious bid for the supply business .. . 
as a matter of fact were securing more than 
65% of industry’s purchases of supply items 
with distributors fighting to hold the re- 
mainder. 

Today 83 out of 
users buy 90% or 


every 100 industrial 
more of their supply 
requirements from supply houses—and dis- 
tributors are securing almost 45% of the total 
business on industrial supply products. That 
recovery is an amazing accomplishment. 

Distributors have come back because suf- 
ficient of them changed their operating view- 
points from that of jobbers to that of mer- 
chandisers . and followed through with 
intelligent, modern, aggressive sales technique. 
As a result distributors have reestablished the 
confidence of their customers, improved their 
economic security and are in a perfect position 
to profit as the tide of business turns further 
upward. 

In their continued eagerness to learn more 
about sales technique, product uses and 
methods of reducing selling costs, their demand 
increases. for additional information of the 
type furnished by Mitt Suppuies. 


OW 


PuUBLI 


After giving careful thought on ways to 
improve our service even further to meet these 
requirements, our plans have now taken this 
definite shape: 

In January, 1939, Mitt Suppuies will be pub- 
lished twice each month. The first issue will 
be in the familiar standard magazine format. 
Basically, the editorial material will follow 
the pattern which has nearly doubled eir- 
culation in the past four years, But there 
will be many new features helpful in solv- 
ing daily business problems. Improvements 
in typography, layout, a greater use of pic- 
tures and briefness in reporting will enable 
the readers to get more out of each issue 
in less time. 

The second issue of each month (excepting 
December when the annual Mid-December 
Buyers’ Reference will be issued) will be 
published in tabloid newspaper size and 
style, devoted to the subject of what, where 
and how to sell industrial products. It will 
be written in the brief, crisp, easy-to-read 
style so well liked by supply salesmen and 
sales executives. 

The new twice-a-month tempo will thus vir- 
tually double the present usefulness of Miu 
Suppuies to each of its 6,000 (plus) readers. 
We are happy to have the opportunity of 

making this contribution toward the seeurity 

and the future advancement of 
supply distributors. 
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Len Years 4go0 IN MILL SUPPLIES 





C.€. B.C. 
"HANSSEN HANSSEN 


eae a ae ee The system USED BY LOUIS HANSSEN'S SONS, 
Bae a “eS £i) E“}_ DAVENPORT, IOWA, OF EMPLOYING'KEY’MEN TO 
oe, FOLLOW UP GENERALLINE SALESMEN TO PUT OVER 
aS Sin id “emeNd? SALES OF SPECIAL ITEMS, WAS DESCRIBED IN AN 
ak BA SEA ARTICLE WHICH APPEARED, DECEMBER, 1928, 

a p SPECIAL) IN“MILL SUPPLIES” 








OF ARTHUR E.GROSS, PRES., THE PHILLIP GROSS 
HARDWARE & SUPPLY CO, MILWAUKEE, AND OF 
JOHN E. LONERGAN, PRESIDENT AND FOUNDER 
OF J.E.LONERGAN CO., PHILADELPHIA, 


t—- 


The INDEPENDENT PNEUMATIC TOOL (0. OF CHICA: 
GO WAS GETTING SETTO START ERECTION OF ANEW 
ADDITION TO ITS PLANT IN AURORA, ILL. 


— 


New YORKS COMMODORE HOTEL WAS THE 
SCENE OF SEVERAL ANNUAL ORGANIZATION 
MEETINGS; THE AMERICAN LEATHER BELT - 
INGASSN. HELD ITS GET TOGETHER TIME DEC 
5@ AND THE POWER TRANSMISSION ASSN MET 
THURS. DEC. 6®. 























Aer 


Tue ote G & OF MASS: 2 +4 
ACHUSETTS RE-ELECTEDAS ITS PRESI- 
DENT, COLONEL FREDERICK H. PAYNE, 
PRESIDENT OF THE GREENFIELD TAP 
AND DIE CORPORATION, 





W.T. Ryan, noweresivent 


OF THENATIONAL SUPPLY AND MACHIN- 
ERY DISTRIBUTORS ASSOCIATION, WAS 
ONE OF THE ORGANIZERS AND VICE-PRES- 
IDENTS OF CUTTER, WOOD & SANDERSON, 
(AMBRIDGE, MASSACHUSETTS,WHEN 
THAT COMPANY WAS ORGANIZED 
ADECADE AGO. MR.RYANIS NOW 
VICE-PRESIDENT AND GENERAL MAN- 
AGER OF THIS HOUSE. 





























A STORY IN*MILL SUPPLIES” DECEMBER, 1928, NUMB- 
ER, TOLD HOW EFFICIENTLY THE INDUSTRIES OF 
THE DES MOINES TERRITORY WERE BEING SERV 
ED BY MILL SUPPLY HOUSES. 











E.K. STODDARD. 
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(Reading time: 29 Seconds or less) 


@ The brushing operation illustrated 
may seem unimportant to the casual 
observer. But six different brushes were 
tested before the right brush for the 
job was determined. 

The job of the standard Osborn 
Brush illustrated is to remove surplus 
sealer compound which is used for 
waterproofing between the metal sheets 


of bus bodies. 


All six brushes tested removed the 
dried compound. But only one of the 
six brushes could do it without im- 
pairing the metal surfaces prior to 
applying the body finishes. 

It pays to take time to find the right 
brush for the job. Osborn and the 
Osborn Distributor in your locality 


are d to 





prep with you. 


Ask about it! 


r 





@ Every “Brush Conscious” Salesman knows that it pays 
to sell the right brush for the job. It may take a little longer 
to land the initial order. But the repeat business that usu- 
ally follows requires relatively little of the salesman’s time. 

Standard Osborn Brushes are designed to meet a vast 
range of production and maintenance needs. It follows that 
the more Osborn Brushes you sell to match job conditions, 
the more repeat business you obtain. 





Osborn’s 80-page catalog is carefully planned to help 
“Brush Conscious” Salesmen select the right brush for the 
job. Where unusual conditions require the aid of Osborn 
field representatives, Osborn is prepared to cooperate. 


THE OSBORN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE + CLEVELAND, OHIO 
Sales Offices: New York * Detroit * Chicago © San Francisco 


IT’S GOOD BUSINESS TO SELL 
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Chapin-Owen Co., Rochester, N. Y., and the Onondaga Supply Co., 
to launch the new Black & Decker Holgun. At each man's placewere three Holguns to be used in a “Carry a Sample" 


A. R. Berger, Wall Rope, displays his 
wares to J. C. Rice, Carborundum, at the 
Maddock show 


NEW S$ 





THE PUBLISHERS AND THE STAFF OF 
MILL SUPPLIES 
EXTEND THE SEASON'S GREETINGS 
TO ALL THEIR FRIENDS AND READERS 
WITH BEST WISHES FOR A 
SUCCESSFUL AND PROSPEROUS 


NEW YEAR 





Midwest Purchasing Agent 
Publishes Mill Supply Issue 


The November mill supply issue of 
The Midwest Purchasing Agent dis- 
cussed various phases connected with 
the industrial distributor and fea- 
tured as its lead article, “Service for 
Sale” by James A. Channon, man- 
ager of MILL SUPPLIEs. 

In telling of the value of the indus- 
trial distributor to the manufactur- 
ing and service industries, Mr. Chan- 
non points out the fact that, “by 
employing the facilities of the indus- 


Syracuse, Watertown and Utica, N. Y., 


f 


~ as? 
aie 


el 


joined in a unique party 
campaign 


trial distributor to the fullest extent, 
by taking him into their confidence, 
farseeing purchasing executives have 
been able to lower costs not only in 
their departments but in the produc- 
ing end of their businesses.” 

A meaty editorial in the same issue 
entitled, “What are Industrial Dis- 
tributors” tells in no uncertain terms 
the value and services that are pos- 
sible through the use of mill supply 
houses. 


New Building for Harden Co. 


Charles H, Harden & Co., Seattle, 
Wash., moved December Ist to its 
new building at 425 South First St. 
The new location is considered ideal 
for the industrial supply business 
and the company will now have about 
20,000 sq. ft. of floor space. 


H. A. Dayer, Abrasive Machinery 
& Supply, and C. W. Titgemeyer, 
Osborne, at the Metropolitan 
Hardware dinner in New York 


Neill-La Vielle Supply Co.'s seven 
booths at the Purchasing Agents’ 
Show in Louisville, Ky., won prizes 
for the best general and the most 


instructive exhibits 
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) I hear you had a good 


year on industrial rub- 


ber goods. What are 


you handling 2 
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Ask about the HEWITT profitfranchise. HEWITT RUBBER CORPORATION, Buffalo, N.Y. 


HOSE © CONVEYOR AND TRANSMISSION BELTS © PACKING 
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Railway Equipment Co. 
Taken Over By O'Brien 


A. J. O’Brien has recently taken 
over the ownership of The Railway 
Equipment Co., Portland, Ore., for- 
merly owned by his father, W. T. 
O’Brien. The business has been con- 
fined to logging railway supplies, 
power plant and industrial supplies. 
The new owner says that he will now 
emphasize industrial specialty lines 
and is in a position to consider sev- 
eral such lines. 





New Philadelphia Manager 
For Bliss & Laughlin, Inc. 


Bliss & Laughlin, Inc., announces 
that J. Stanley McCord, formerly of 
the Cleveland office, has been ap- 
pointed district manager of the 
Philadelphia territory. Mr. McCord 
will be in charge of cold finished 


steel sales, with headquarters in the 
Billings & Spencer sales representatives from all over the country attended the recent Otis building. 


three days sales conference at the home office, Hartford, Conn. 








At the Maddock Co. show in Philadelphia. Left to Right—W. G. John P. Burns (center), president of the new Amigos Club of 
Parmalee, Chisholm, Moore; E. S. Norvell, E. C. Atkins; Bill Hoff- Syracuse, holds informal court with members and some purchasing 
man, Maddock Co.; Bill Eberlein, Greenfield Tap & Die; Joe agents who were guests at the group's recent dinner and initiaticn. 
Hazley, Jacobs Mfg. Co.; R. S. Mast, Standard Pressed Steel The club now has 27 members and expects to expand next year 


GE Board Member 
Succeeded by Son 


G. Peabody Gardner, Jr., was 
elected to the board of directors of 
the General Electric Company Octo- 
ber 28, succeeding his father, George 
Peabody Gardner, senior board mem- 
ber, who resigned his directorate 
after having served on the board 43 
years. The elder Mr. Gardner be- 
came a member of the board in 
1895, shortly after the consolidation 
of the Thomson-Houston Electric 
Company and the Edison General 
Electric Company into the General 
Electric Company. He has always 
maintained his residence and busi- 
ness office in his native city of Bos- 
ton, and has been associated as a 
director with a number of companies 
in the east. 


The Hajoca display at the Baltimore P. A.'s third annual Industrial Exhibit 





BENEATH NEARLY EVERY SMOKESTACK 


DRILLING, REAMING, MILLING AND 
THREADING ARE MAJOR OPERATIONS.... 
SELL QUALITY TOOLS FOR THE WORK- 
HEAD AND HELP YOUR CUSTOMERS CON- 
TROL PRODUCTION SPEED AND COSTS. 


TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, MASS., U.S.A. 


NEW YORK STORE: 130 LAFAYETTE ST. - - - - CHICAGO STORE: 570 WEST RANDOLPH ST. 





MILL SUPPLIES © DECEMBER 1938 39 





Power 








to Sell Faster—the new Van Dorn SCR U ey U N 


Once again Van Dorn scores with a 
“‘natural’’ sales builder. This sensational 
new SCRUGUN has everything it takes 
to bring in added business—added profits! 


Light in weight (only 3% lbs.), com- 
pact in size (only 9%” over-all length), 
yet the Van Dorn Scrugun is a heavy 
duty unit packed full of power and stam- 
ina. Furnished either with a single ad- 
justable clutch that can be set for any 
desired tension or with a new double 


clutch that is an especially sensitive ad- 





THE “RED-HEADED” 


justable unit, ideally adapted for contin- 
uous production service as the double 
clutch ‘“‘cushions” the torque, thereby 
relieving operator of any twisting mo- 
tion as the screw is driven home. 


Get behind SCRUGUN without delay. 
In quality, construction and perform- 
ance it’s tops and a worthy represent- 
ative of everything that’s made Van 
Dorn famous for fine tools. The Van 
Dorn Electric Tool Co., 717 Joppa Road, 
Towson, Maryland. (piv. of tack & Decker Mfg. Co.) 
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PORTABLE ELECTRIC TOOLS 





YOU can 
always sell 
another Van Dorn 
Power Tool! 
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‘ , ‘ . . WESTERN STATES 
October’s comeback in distributor volume pushed the Sales 


Indicator up to its high mark for the year. It climbed to 
91 from the September level of 84.4. Strong gains in North 
Atlantic, Southern and Western states were responsible for 
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the spurt. Declines were registered in the midwest and on 
the coast. Value of average order rose nearly $2 to $17.03 
and orders per day stayed at 95. 
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‘ale was spanned 


Bethlehem steels were used 


Customers who buy Bethlehem bolts, nuts, wire 
rope, sheets and other mill-supply products from 
you can do so with real confidence in the unvary- 
ing quality of each item. These materials are 
made by a company which sets and maintains 
rigid standards in all its activities. 


For example, as the largest steel construction 
company in the world, Bethlehem is a name 
which automatically comes to mind whenever 
great bridges are thought of. This company has 
built such bridges as the George Washington 
over the Hudson, the Ambassador over the De- 
troit River, the Cooper River Bridge at Charles- 
ton, and the Huey Long Bridge at New Orleans. 


The most recent outstanding achievement of Every month hundreds of thousands of advertising pages tell tens 
Bethlehem’s construction and engineering divi- of thousands of mill-supply customers about Bethlehem steels. 
sion is the Golden Gate Bridge, connecting San 

Francisco with the north. This is the greatest 

bridge of its type ever built. The suspension 

span is four-fifths of a mile long, the roadway 

82 ft. wide, and the whole structure is sus- 

pended from towers 746 ft. high. More than 

75,000 tons of Bethlehem steels were used for 

the towers, the roadway and as reinforcing bars 

in the concrete anchorages. 


Wherever steel is used—in construction, in the 

automotive industry, in aviation, or in any one of 

scores of other steel consuming industries, the 

name of Bethlehem has come to mean consist- 

ently high standards of quality. Your handling | # 
of materials made by Bethlehem is your cus- 1 ™ 
tomers’ assurance that you are selling a sound, hese and other products are made by Bethlehem for, mill 


reliable product. rangements that can be made; write Bethlehem Steel Com- 
pany, Bethlehem, Pa. 
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HERE WIRE pies ARE CHEC 


' PERFECTION AS THE STANDARD 
i 


DECEMBER 
ADVERTISEMENT 
APPEARING IN 


Power 
West Coast Lumberman 
Construction Methods 
Mill & Factory 
Timberman 
Oil and Gas Journal 


j 


: he progressive 
Ie is still the pete ogs vate “tite into his Petroleum World 


| 
pce worry ore official specifications. Rock Products 
ore National Engineer 
Oil Weekly 
| Buildings & Building 
Management 
i ao Iron Age 


Western Construction News 


WICKWIRE SPENCER line of Wire 
Rope is complete . . . standard as well as Wisscolay Preformed Rope . . . 
a definite size and kind of rope for every purpose. There is no “don’t 
carry it” for the Wickwire Spencer Distributor. He can satisfy every 
inquiry. Write today for the Wickwire Spencer distributor's plan. 


WICKWIRE SPENCER 
STEEL COMPANY 


General Offices: 41 East 42nd St., New York City 
Worcester + Chicago - Buffalo - San Francisco 
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It is with sincere regret we announce the 

passing of Carl R. Vonnegut, junior 

executive of the Vonnegut Hardware 

Co., Indianapolis, Ind. This picture of 

Mr. Vonnegut was taken a few years 

back by MILL SUPPLIES at a meeting 
of the trade 





Over 7,000 Attend 
Hardware Banquet 


Over 7,000 guests and members 
were present at the annual banquet 
sponsored by the Metropolitan Hard- 
ware Association which is composed 
of the North Jersey Hardware & 
Supply Association, Manhattan and 
Bronx Hardware Association, West- 
chester Hardware Association and 
the Brooklyn Hardware Association. 

Honorary chairman and toastmas- 
ter Henry A Cornell introduced the 
presidents of the various hardware 
associations that were present. 
There were no speeches and the en- 
tertainment which followed the din- 
ner was enjoyed by all. Sydney H. 
Atkinson, president of the Metropol- 
itan association served as chairman 
of the banquet committee. 


Hartfield-Healy Co. 
Organized in Buffalo 


Two veterans of the industrial 
supply business recently combined 
forces and established a new distrib- 
utor organization. It is the Hart- 
field-Healy Supply Co., located at 190 
Main St., Buffalo, N. Y. 

G. W. Hartfield and E. E. Healy 
who organized this business have 
been associated with the trade for 
many years. Mr. Hartfield was as- 
sociated with the Buffalo Mill Supply 
Co. for 20 years serving as sales 
manager, vice-president and finally 
as president. Mr. Healy is a well- 
known manufacturers’ agent and for 
18 years has been associated with 
Erskine Healy, Inc., Rochester, N. Y. 

Mr. Hartfield will direct the activ- 
ity of the new company, while Mr. 
Healy will continue as a manufac- 
turers’ agent throughout western 
New York. 
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FOR VERSATILE HOISTING 


SHOWN ABOVE 


500 pound Comet 
$130 
OTHER CAPACITIES 
250 Ib. Comet . . $130 
750 tb. Comet . . $155 
1000 Ib. Comet . . $155 


If you think electric hoists are too expen- 
sive or cumbersome — then change your 
mind, right now! The new COMET changes 
old ideas— it's a light weight, heavy-duty hoist that your men can 
shoot about the plant to handle those numberless lifting jobs that 


take costly time and tire workers out... Here's new speed, new 
portability, new handling versatility—all at a new low price level. 
From receiving to shipping department, the new COMET is a de- 
pendable short-cut to stepped-up efficiency. Literature on request. 


CHISHOLM-MOORE HOIST CORP. 


(Division of Columbus-McKinnon Chain Corp 
120 4 nen AVENUE TONAWANDA, N. Y. 


> COMETS 
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The DIXON (Course in 
“COUPLING-OLOGY 





Written in the Hope of Being Helpful 
to Salesmen of Industrial Hose 


LESSON No. 7-—-SAFETY! 


O insure a maximum return on the investment made in them, couplings must 

not only deliver their full quota of service but they should also possess qualities 
that will enable them to be used under any circumstances with utmost confidence 
in their safety. They should be safe, of course, from leakage; but more important, 
they should preclude all danger of blowing off, coming apart at connections, or 
pulling apart by excess drag on the hose, regardless of their type. 

The safety factor should be given special consideration in the more severe 
types of service, such as steam, air and hydraulic work. The clamping device 
should securely anchor coupling to nipple by an approved method. In threaded 
connections, the material should be resistant to wear and vibration and of such 
quality that threads will not strip off in service. A worn thread causes a loose 
connection ... a warning of danger ahead; and it is far better to take a coupling 
in that condition out of service, than to risk serious scalds or other injuries. 

In steam service the design of the coupling is especially important. The 
shank should always be longer than the clamp, otherwise hose is forced over end 
of nipple, resulting in failure of the hose at that point. 

There are couplings available with safety features that far out-measure any 
slight additional cost . . . couplings with special safety devices built-in or designed 
to readily accommodate such devices; made of materials having more than the 
required limit of strength and wear resistance; and with true-cut, tight-fitting 
threads that hold. 


These qualities are outstanding, for example, in the 





“AIR KING 


Quick-Acting, Universal Type 
HOSE COUPLING 


Malleable Iron, Style AKM—Navy Bronze, Style AKB 


This coupling is made of metals selected for their resistance to wear and 
vibration far in excess of any possible demand. Ears are reinforced for added 
strength. Additional safety is provided by a locking device consisting of aligned 
holes on coupling heads through which nail, cotter-pin or wire may be inserted, 
eliminating any possibility of coupling coming apart regardless of twist or 
vibration. 

The “AIR KING” is truly universal, as the heads, or locking ends, are iden- 
tical for all sizes of hose or threaded ends, permitting the coupling of any two 
sizes of hose within the “AIR KING” Hose End range. See List 1035-X for detailed 
description and prices. 


DIXON Products are Never Sold Direct to the User 


DIXON 


VALVE & COUPLING CO. 
MAIN OFFICE AND FACTORY . PHILADELPHIA 


Branches in Los Angeles, Birmingham and Houston 
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Promoted: M. C. Meyer is now assistant 
to the sales manager in the Toledo dis- 
trict for Republic Rubber Division of Lee 
Rubber & Tire Corp. Mr. Mayer's 
long experience in both production and 
sales makes him ideally suited for his 
new work. He was formerly territorial 
representative for the firm 





Western New York Tool 
Clinic Draws 1,500 People 


The tool clinic sponsored by the 
Buffalo Machinery Co., and the W. 
S. Gallagher Co., was a great suc- 
cess. More than 1,500 viewed the 
exhibits on display November 2-5. 
All machines displayed were under 
power and in actual operation by 
factory demonstrators. The follow- 
ing manufacturers were represented: 
Excello Corp., Ampco Twist Drill 
Co., B. C. Ames Co., Cleereman Ma- 
chine Tool Co., Boye & Emmes Ma- 
chine Tool Co., Continental Machine 
Specialties, Inc., Providence Ma- 
chine Tool Co., Thompson Grinder 
Co., Sunnen Products Co., Ohio Ma- 
chine & Tool Co., Boyer-Schultz Co., 
and Dreses Machine Tool Co. 


R. C. Neal Announces 
Staff Changes 


R. C. Neal Co., Buffalo, N. Y., has 
announced several changes in its 
organization. Bert Seifried who was 
formerly an inside desk phone sales- 
man is now on the outside sales staff 
in the Buffalo district. Clarence 
Tiedman replaces Mr. Seifried at the 
desk. Mr. Tiedman joins R. C. Neal 
with considerable experience gained 
with local manufacturers. 

Jerry Thomas has just joined the 
Neal company, having charge of the 
inside detail of the firm’s Syracuse 
office. Mr. Thomas was formerly 
with Horton Machine Co., at Elmira, 
N. Y. Ray C. Neal, president, re- 
ports that the company is at its peak 
employment at the present time. 























E records of many leading 
| mill supply houses prove 


that year in and year out you 
can make more money distrib- 
uting Goodyear Mechanical 
Rubber Goods than any other 
kind — for these 10 important 
reasons: 

GREATEST ADVERTISING SUPPORT— for 

the last 20 years Goodyear Mechanical 


Goods advertising has ranked first in the 

industry. 

9 EFFECTIVE SALES HELPS — the most 
authoritative handbooks on belting, 


hose and pivoted base drives— direct mail 
campaigns—slide films—all forms of product 


The best proof that you can do better with this Goodyear all-star line-up is the 
steadily increasing number of distributors changing to Goodyear. Why not see 
if your territory is open? For information, write Mechanical Goods Sales 
Department, Goodyear, Akron, Ohio, or Los Angeles, California. 


literature—are available to Goodyear 
distributors. 


MOST COMPLETE LINE — covering all 

major classifications of belts, hose, 
molded goods and packing that give you 
largest volume. 


MORE EXCLUSIVE PRODUCTS — Com- 

pass and 5-R Belting, Style HD Asbestos 
Cord Steam Hose, Emerald Cord Air Hose 
and many others of such standout quality 
that they have no competition. 


LARGEST DEVELOPMENT DEPARTMENT 

—the industry's largest research labora- 
tories are at your service in solving any new 
rubber problem. 


HIGHEST UNIFORM QUALITY— all prod- 
ucts are built to the Goodyear standard, 
recognized the world over as the highest 
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standard of quality and value in all uses 
of rubber. 


WIDE AVAILABILITY OF STOCKS— 

prompt delivery on all standard items 
in any section of the country from strategi- 
cally located branches. 


4 PRICES ALWAYS COMPETITIVE — 
neither you nor your customers pay any 
premium for Goodyear quality. 


5 CONTINUOUS SELLING SUPPORT— 

from the G.T.M.— Goodyear Technical 
Men— who work with you and your sales- 
men the year round. 


10 TOP RANK PROFITS — distributors say 

that of all the many hundred different 
lines of products they handle, Goodyear 
Mechanical Rubber Goods rank among the 
top three in profits. 









BELTS 
MOLDED GOODS 
HOSE 
PACKING 


Made by the makecs of 


Goodyear lives 





ITEMS THAT SELL 
TO ALL INDUSTRIES 


—Tool Holder Bits 
—Flat Ground Stock 

— ‘Red End” Hack Saws 
—Metal Band Saws 
—Metal Circular Saws 
—Wood Band Saws 
—Wood Circular Saws 
—Saw Bits and Shanks 
—Cross-cut Saws 

— Machine Knives 
—"Red Tang” Files 

— Metal Shear Blades 


Five distinct advantages work 
for the distributor who sells 
the SIMONDS Line: (1) 
High quality goods; (2) 
Large volume sales; (3) Manu- 
facturer Protects Distributor; 
(4) Manufacturers’ sales co- 
operation of unusual type; 
(5) Liberal profits. 


Write about open territory 
on the entire Simonds Line 
or one or more of these twelve 
items. 


SIMONDS SAW AND STEEL CO. 


Established 1832 
FITCHBURG, MASS. 
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Jerry B. Thomas with twelve years in- 
dustrial supply experience is now located 
at the Syracuse office of R. C. Neal Co., 
Buffalo, N. Y. Jerry's cute youngster 
looks like some pretty fine potential 
material for the supply business 





Business Upturn Expected 
Renard Tells P. A. Group 


George A. Renard, executive secre- 
tary-treasurer of the National Asso- 
ciation of Purchasing Agents told 
members of the Purchasing agents 
association of New York at the con- 
clusion of its fifth exhibit of products 
at the Hotel Pennsylvania that busi- 
ness prospects for the next several 
months were much better than they 
have been for some time. The pros- 
perity that will result is expected to 
last for a few years, if constructive 
assistance from business, government 
and labor is given, were his further 
comments. 

The two-day exhibit staged by the 
New York Association showed the 
products and services of 70 firms 
represented in the association. Some 
of the firms exhibited were: Ana- 
conda Wire & Cable Co., Chase Brass 
& Copper Co., Cutler-Hammer, Inc., 
Driver-Harris Co., Peter A. Frasse & 
Co., Jacobs Bros., Inc., Johns-Man- 
ville, Inc., National Lock Washer 
Co., Pyrene Mfg. Co., Joseph T. Ry- 
erson & Sons, Inc., Charles A. Schie- 
ren Co., Worthington Pump & Ma- 
chinery Co. 


Tull = Issues 
Metai = he Stock List 
J. M. Tull Metal & Supply Co., 
Atlanta, Ga., recently published a 
steel tubing stock list, showing the 
stock of tubing carried in its Atlanta 
warehouse and associate warehouses. 
The booklet contains much helpful 
information for the purchaser of 
steel tubing. 




















Watch for your copy of 


MILL SUPPLIES MID-DECEMBER 


annual 


Buyers Reference Number 


This is the only buying guide, published exclusively for industrial 
supply houses listing “who makes” and “where to buy” the thou- 
sand and one different items required by your industrial customers. 


Watch for your copy—keep it aside for reference through 1939. 
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A PROFITABLE LINE TO CARRY 








The Nut that can't shake loose 








Their Performance Makes Re-sales Easy 








Here’s a line of products that has unusual repeat sales 
possibilities. The unfailing performance of “Unshako” 
Self-Locking Nuts in use, their simplified design which 
makes application simpler and speeds up production, has 
made them preferred by countless industrial firms. The 
almost limitless possible uses for these nuts results in a 
market with untold possibilities, where repeat sales are 
continual. It will pay you to investigate “Unshako.” 
Write us for complete descriptive matter. 


Long experience in 
selling ‘‘Unbrako’’ 
Socket Screw Prod- 
ucts and “Hallowell” 
Steel Shop Equip- 
ment through mill 
supply houses has 
given us an un- 
derstanding of 
your problems and 
enables us to help 
you sell “Un- 
shako’’ Self- 
Locking Nuts 
faster, more 
economically, 
and with fair 
profits. 


We are further 
helping you to sell 
“Unshako” through 
advertisements placed 
regularly in the fol- 
lowing trade journals: 
American Machinist, Avia- 
tion, Bus Transportation, 
Engineering News-Record, Industrial Equipment News, 
Iron Age, Machine Design, Machinery, Modern Machine 
Shop, Oil Weekly, Power, Product Engineering, Railway 
Mechanical Engineer, Rock Products. 


STANDARD PreEssED STEEL Co. 


BRANCHES JENKINTOWN, PENNA. 


Fig. 1513 


BRANCHES 
BOSTON 
DETROIT 
INDIANAPOLIS 


CHICAGO 
ST. LOUIS 


Box 519 SAN FRANCISCO 
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Know this chap? Well, if you don't you 
should. His name's Russ Easton, and he's 
the hard-plugging assistant sales man- 
ager of the E. A. Kinsey Co., widely 
known Cincinnati, distributing house 





Can You Answer 
This One? 


Here is a problem in insurance 
that was presented to members of 
the Central States Mill Supply Asso- 
ciation at its recent Chicago meeting 
by Oscar Iber (O. Iber Co., Chicago) 
and an insurance man following Mr. 
Iber’s address, “In the Light of the 
Fire”: 

Value of contents of your 
building 

Co-insurance clause 

Required insurance 

Insurance carried 

Loss in fire 


How much insurance will you col- 
lect? 

Each of 72 men wrote his answer 
on a piece of paper and turned it in. 
One of the 72 was right—E. K. Stod- 
dard, Iowa Machinery & Supply Co., 
Des Moines—and he won a box of 
cigars. 

See if you can “guess right.” 
Write down your figure on a piece 
of paper, put in a safe spot in your 
desk—and compare it with the an- 
swer that will appear in the January 
issue of MILL SUPPLIEs. 


Holt, of Caterpillar 
Tractor, Dies at 80 


Mr. C. Parker Holt, vice-president 
and director of Caterpillar Tractor 
Co., and for nearly 40 years affiliated 
with it and one of its predecessors, 
the Holt Manufacturing Co., died 
recently at his home in Piedmont, 
Cal. 





Check these IMPORTANT 
ECONOMICAL FEATURES 


Added Resistance to ..» plus 


Vv FATIGUE EASE AND SAFETY IN 
BENDING STRESSES HANDLING 


v KINKS ¥ BETTER SPOOLING ON 
ROTATION ON SHEAVES THE DRUM 


To the user of wire rope every one of these features means 

a saving of money. And EXCELLAY Preformed wire rope 
offers all of them. Think what that means in terms of 
economy. You can sell EXCELLAY Preformed wire rope 
to customers who must have super wire rope performance, 
and customers hunting for operating economy. Over one 
hundred years’ experience in wire making is behind our claim 
that EXCELLAY Preformed wire rope is 

the best wire rope to use—the best to sell. 

We also manufacture standard (non-preformed) wire rope. 





REG. U.S. wePLEMIG® PAT. OFF. 


PREFORMED fagpeamaiiig WIRE ROPE 











AMERICAN STEEL & WIRE COMPANY 


Cleveland, Chicago and New York 


COLUMBIA STEEL COMPANY 


San Francisco 
United States Steel Products Company, New York, Export Distributors 


0 
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YAR WAY 
IMPULSE 
STEAM 


TRAP 


Executive and sales staff of Chisholm-Moore Hoist Corp., held their annual meeting 

at Tonawanda, N. Y. This banquet held at the Hotel Statler climaxed the meeting. 

Purpose of this organization meeting was the introducing of the new portable "plug- 
in" electric hoist, known as the “Comet”. 


More than 1,500 viewed the exhibits at the tool clinic sponsored by the Buffalo 
Machinery Co., and W. S. Gallagher Co. at Buffalo, N. Y., held in early Novem- 
ber. This view shows a section of the display 


THE LEADING 
TRAP IN SUPPLY 
HOUSE SALES 


Write For Details 


pacar pCa bce’ General Otto H. Falk (right), chairman of the board of Allis-Chal dc 
‘ A , enera o H. Falk (right), chairman rd of Allis-Chalmers, and George 
Mermaid Place, Philadelphia Callos, in charge of exhibits, put their final o.k. on an exact scale model of the 
turbine generating unit which the company will display at the New York Power Show. 
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BOSTON WOVEN HO 





E& RUBBER COMPANY 





Tae, 2 Mb tM yr 


J0STON WOVEN HOSE & RUBBER COMPANY 


Continuous vulcanization is a contribution to industrial economy, developed solely 


by the Boston Woven Hose & Rubber Company in its works at Cambridge, Mass., U.S.A., 





an organization engaged not merely in manufacturing and selling but in maintaining and 


NEW LINES 
taken on by 


Distributors 


MARINE SPECIALTY & MILL SUPPLY 
Co., NEw ORLEANS, LA., is now a 
distributor for the Trico Fuse Mfg. 
Co., of Milwaukee, Wis. 


HARRIS PuMP Suppiy Co., Pirts- 
BURGH, is now handling products 
of the Minnesota Mining & Mfg. 
Co., Charles A. Schieren Co., and 
the Lincoln Engineering Co. 


WiLtson & PuGH Co., CUMBERLAND, | 


MD., is now stocking products of 
the Brown Stove Works. 


ELLFELDT HARDWARE & MACHINISTS 
Suppty Co., Kansas City, Mo., 
was recently appointed a distribu- 
tor for the Atlas Press Co., Wiley’s 
Carbide Tool Co., and the B. F. 
Goodrich Co. 


M. I. Foss, INc., DENVER, COLO., is 
now handling products of the 
American Asphalt Co. 


CoLUMBUS IRON Works, INC., CoL- 
UMBUS, GA., was recently ap- 
pointed a distributor for Westing- 
house. 


PyrE BARKER SUPPLY Co., ATLANTA, 
GA., is now a distributor for Per- 
mite aluminum paints. 


ROBINSON, Cary & Sanps Co., St. 
PAUL, MINN., recently took on the 
Wailes Dove-Hermiston Co.’s line 
of protective coatings. 


HARTFIELD-HEALY SuPPLY Co., BuF- 
FALO, N. Y., are now distributors 
for the Quaker City Rubber Co.’s 
line of Mechanical rubber goods. 


SLIGO IRON STORAGE Co., St. Louts, 
Mo., is now stocking products of 


the Harnischfeger Corp., Milwau- | 


kee, Wis. 


R. C. Neat Co., BUFFALO, N.Y., re- 
cently added hose couplings and | 


clamps manufactured by the Stay- 
put Clamp & Coupling Co., 
broaches of the Detroit Broach Co., 
and products of A. Schraders’ 
Son, Inc. to its line of supplies. 


JOSEPH GLENN & SONS, PHILADEL- 
PHIA; Toots & Supp.ies, INc., IN- 
DIANAPOLIS, IND.; CAMPBELL HARD- 
WARE & Suppty Co., 
WasH.; LAURENCE BELTING Co., 


SSSSSSS$SSS$$$SS$$ 











SEATTLE, | 


ROCKWOOD 
MONEY LINES 
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V- BELT DRIVES # Paper Pulleys 
Pivote 
er Dives 


Motor 
SELL THESE SUCCESSFUL PRODUCTS 


Rockwood is adding to its list of blue ribbon dealers in centers where 
it has not been represented. 

CHECK OVER THE THREE WELL KNOWN ROCKWOOD LINES. IF 
ANY ONE OF THEM IS NOT REPRESENTED IN YOUR TERRITORY 


_ WRITE US. Each is a highly satisfactory line—with established, steady 


demand, supported by a name known wherever power drive equipment 
is used. 
CHECK INTO THIS TODAY. The Rockwood proposition is attractive. 


No products are better or more successfully advertised. Few are as 
profitable. 


| CHECK THESE LINES—THEN WRITE US. | 


ROCKWOOD BLACK V-BELTS 
ROCKWOOD V-BELT SHEAVES 


The Rockwood V-belt line includes single and multiple groove sizes—from small 
fractional horsepower drives to the largest industrials. The Rockwood dealer is the 
leading dealer in replacement V-belts for household and small equipment sizes. 
He can give wonderful service and unequalled engineering. Rockwood Black pre-shrunk 
V-Belts—made in all sections—and Rockwood multiple and single groove sheaves 
are the best manufactured. IF YOU ARE THE ROCKWOOD DEALER NO ONE CAN 
GIVE QUICKER OR MORE DEPENDABLE SERVICE. Three fine V-belt drive books are 
available—write for them when you ask for our proposition. 


ROCKWOOD PIVOTED MOTOR DRIVES 


These famous high efficiency, flat belt or V-belt, automatic-tension-control drives are 
sweeping through all industry. THEY MAKE DRIVEN MACHINES PERFORM BETTER— 
DO MORE AND BETTER WORK—WITH LESS ATTENTION. They make flat belts and 
V-belts last nearly twice as long as on fixed centers. IF YOU ARE ACTIVE IN POWER 
TRANSMISSION LINES YOU SHOULD HANDLE THESE ROCKWOOD BASES. Profit 
and service are highly satisfactory. THERE IS A LARGE MARKET FOR THESE DRIVES. 
ONE THAT IS GROWING STEADILY EVERY YEAR. 


ROCKWOOD PAPER PULLEYS 


Rockwood is the world’s largest manufacturer of pulleys, and has a truly remarkable 
dealer-service on pulleys. Rockwood Pulleys are standard with nearly all manufacturers 
of electric motors and are used as standard equipment on many of the belt driven farm 
and industrial machines. New lines and new features are being brought out constantly. 
It is a very much alive, staple, money making line. EVERY MILL SUPPLY HOUSE 
CAN SELL THEM. If you are not now selling Rockwood Paper Pulleys write us. More 
Rockwood pulleys are being sold today than ever before. Industrial plants everywhere 
use and need them for improved operation of their machines and to save power. 


Rockwood Manufacturing Company —Indianapolis, Indiane 
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BLADES 


Tough! 


For cutting thin section metal such as tubing, sheet steel, 
pipe, conduit, angles, etc., you just can’t beat a Barnes 
600. 


Here’s a hack saw blade that really hacks—a blade 
tough as a Hippo’s hide that does its work quickly, 
cleanly, accurately without tearing a tooth. 


Once a customer uses a Barnes 600, he'll never be with- 
out it. 


And that’s true of every blade in the Barnes Line, every 
one of which you ought to stock—each designed for a 
specific metal cutting need. 


Write today for a copy of the Barnes Metal Cutting 
Manual and let us introduce you to a Barnes Service 
Man who is trained to take the trouble out of selling hack 
saw blades. 
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New York City; and Everson 
Evectric Co., ALLENTOWN, Pa., 
are now distributors for the He- 
witt Rubber Corp. 


DopGe-NEWARK Suppiy Co., New- 
ARK, N. J.; CENTRAL JERSEY HARD- 
WARE & SuPPLY Co., PERTH AMBOY, 
N. J.; and the CoRNELL SUPPLY 
Co., TOLEDO, OHIO, have been ap- 
pointed distributors of the mechan- 
ical rubber goods line of New York 
Belting & Packing Co. 


MACHINERY SALES & Suppty Co., 
DALLAS, TEXAS; ROSENFELDER-PAT- 
TEN MACHINERY Co., Ft. WortH, 
Texas, and Dixre Mitt Suppiy 
Co., NEw ORLEANS, LA., are now 
handling products of the Quincy 
Compressor Co. 


C. T. PATTERSON Co., NEw ORLEANS, 
La.; NOLAND Co., CHATTANOOGA, 
TENN.; TIDEWATER Suppiy Co., 
NORFOLK, VA., and TopPpING BrotH- 
ERS, NEW YORK CITY, are now dis- 
tributors of “Lubriplate”’ lubri- 
cants, manufactured by Fiske 
Brothers Refining Co. 


BeELtT-Rope Suppty Co., SYRACUSE, 
N.Y. is now a distributor of Heller 
files and Van Dorn electric tools. 


Syracuse Supply 
Closes Steel Service 
In order to expand its industrial 
supply and equipment divisions Syra- 
cuse Supply Co., Syracuse, N.Y. has 
sold its steel warehousing business to 
Brace, Mueller & Huntley, Inc., who 
will expand its present steel service. 
Karl Heisler and Ralph Brown, 
who are thoroughly familiar with 
steel warehousing problems, will be 
affiliated with the new owners. 








Chances are that if you call the Chicago 
office of the Republic Rubber Division of 
Lee Rubber and Tire Corp., the cheerful 
voice you will hear is that of the above 
young man. He's Paul Snyder, and the 
very able right-hand man of Bill Clark, 
Republic's district manager in the Chi- 
cago area 
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When a piece of unseized wire rope can rest so contentedly as this 
LAY-SET Green Strand, you know it is a x 2 rope—tree of in- 
ternal stress. And being relaxed—being preformed—it is a limber, 
flexible rope. Easy to handle, easy to, splice, fast to reeve. Being 
preformed, LAY-SET resists kinking and whipping; almost refuses to 
rotate in sheave grooves; spools perfectly. More than this, LAY-SET 
Preformed is a safe rope to handle because when the crown wires are 
finally worn through they lie flat and in place, refusing to wicker out 
and tear workmen’s hands. Naturally, having all these superior qual- 
ities, LAY-SET Preformed lasts longer—gives greater dollar value. 


Send today for a free copy of '‘Safe Use of Wire Rope.’’ It is so 
constructive you will want every machine operator to read it. 


HAZARD WIRE ROPE DIVISION 
Established 1846 
AMERICAN CHAIN & CABLE COMPANY, Inc. 
WILKES-BARRE, PENNSYLVANIA 


District Offices: New York, Chicago, Philadelphia, Pittsburgh, Fort 
Worth, San Francisco, Denver, Los Angeles, Atlanta, Tacoma 
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A FEW OF THE 137 
AMERICAN CHAIN & CABLE 
INDUSTRIAL PRODUCTS 


AMERICAN CHAIN DIVISION 
(DOMINION CHAIN COMPANY, Ltd., in Canada) 


Weed Tire Chains e Welded and Weldiess 
Chain ¢ Malleable Castings 
Acco-Morrow Lubricators 
ANDREW C. CAMPBELL DIVISION 
Abrasive Cutting Machines ¢ Floformers 
Special Machinery ¢, Nibbling Machines 
FORD CHAIN LOCK. DIVISION 
Chain Hoists © Trolleys 
HAZARD WIRE ROPE DIVISION 
Lay-Set Preformed Wire Rope ¢ "Korddless" 
Wire Rope ¢ Preformed Spring-Lay Wire 
Rope ¢ Guard Rail Cable 
HIGHLAND IRON & STEEL DIVISION 
Wrought Iron Bars and Shapes 
MANLEY MANUFACTURING DIVISION 
Automotive Service Station Equipment 
OWEN SILENT SPRING COMPANY, Inc. 
Owen Cushion and Mattress Spring Centers 
PAGE STEEL AND WIRE DIVISION 
Page Fence ° Wire and Rod Products 
Traffic Tape « Welding Wire 
READING-PRATT & CADY DIVISION 
Valves ¢ Electric Steel Fittings 
READING STEEL CASTING DIVISION 
Electric Steel Castings, Rough or Machined 
Railroad Specialties 
WRIGHT MANUFACTURING DIVISION 
Chain Hoists ¢ Electric Hoists and Cranes 


Su leusiness for Your Safely 


Us ee 


‘ ALL HAZARD WIRE ROPES MADE OF IMPROVED PLOW STEEL ARE IDENTIFIED BY THE GREEN STRAND 
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A CATALOG SERVICE FOR 
METALS DISTRIBUTORS 
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Buyers of metals favor distributors mbho provide: 
% Adequate stocks 


% Reliable and accurate information regarding 
their stocks 


*% Prompt deliveries 
A carefully compiled metals stock list will help the buyers 


to translate their requirements into orders in terms of your 
stock. 


The Donnelley compiling service makes it easy to issue good 
stock lists with the minimum of labor on your part. 


R. R. Donnelley & Sons Company 


350 EAST TWENTY-SECOND STREET, CHICAGO 
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Visitors at the recent open house day 

of the Crane Co., Chicago saw this 

hydrostatic pressure machine for testing 

steel gate valves in action. It's just 

one of the many modern pieces of 

equipment in the Crane research labora- 
tories 


Crane Co. Holds 
Open House in Chicago 





Research work which goes on be- 
hind the scenes in the plant of a 
large manufacturer of valves, fit- 
tings, plumbing and heating equip- 
ment and pumps was revealed at an 
Open House held by Crane Co., at its 
Chicago Works in the middle of No- 
vember. The occasion was inspired 
by a notable expansion in the Crane 
research and engineering program. 

Although research work has been 
a part of the Crane program for half 
a century it has been continually en- 
larged in recent years until to-day it 
occupies two two-story buildings 
with a total floor space of 86,000 
square feet and a personnel of 285. 
The staff ranges all the way from 
experts in metallurgy to specialists 
in the field of ceramics—a body of 
engineers spending their entire time 
in the work of controlling the qual- 
ity of present products and looking 
ahead to their improvement. 

The work in metallurgy, which 
probably is the biggest single activ- 
ity in the Crane laboratories, is 
highly important because Crane Co. 
manufactures 45 non-ferrous and 12 
ferrous alloys. A miniature foun- 
dry is part of the equipment for 
carrying on this work. 

In the industrial laboratory valves, 
fittings and fabricated piping are 
subjected to tests as high as 50,000 
pounds per square inch with strain 
gages located to determine accu- 
rately the amount and location of 
strain. Other observations made in 
this laboratory are high temperature 
tests, service tests, flow of fluids and 
pipe bends. 

Among the guests were scientists, 
engineers, directors of research, edu- 
cators, business executives, editors, 
ete. 





NATIONAL Hobs — plus — 
NATIONAL Engineering — 


doubled the tool Life, increased Production, 
and improved the Accuracy of this important 
automotive transmission gear. 


This is only one of many similar cases where 
sound Engineering and Quality Hobs have 
effected substantial savings. 





NATIONAL 
pI WIST DRILL @ 
& TOOL 
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Multi-Speed 


BUFFER AND POLISHER 


pulleys 


Exclusive U.S. Patented Feature. 


Model No. 95 


EVELOPED by JU. S. Electrical Tool 

engineers to provide one buffer 
and polisher with FOUR speeds for 
alternating current, obtained by shift- 
ing the speed lever quickly . . . surely 
+\¢ positively. Motors built to ‘NEMA. 
standards for continuous service. Heavy- 
duty ball bearings enclosed in dust- 
proof housing. Push button control with 
overhead protection and low voltage 
release. Electric interlock prevents 
starting motor when gears are not in 





“Go Places” in 1939 


2. Super-Quality 
4 Economical Prices 
' 4. Protection 


6. Sales Aids you. 





with the U. S. 6-Point 
DISTRIBUTOR PLAN 


JOIN UP 


with the line 
which makes 


5. Good Profit more sales 


and profit for 


Gear Drive 








WRITE for NEW CATALOG NO. 52—a 
comprehensive directory of the great US. 


Line showing outstanding equipment. 


Transmission 


FOUR SPEEDS 


by simple hand - lever 
movement. 
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Enjoying a friendly discussion at Goulds 
Pumps, Inc., Seneca Falls are (left to 
right): C. H. Kissel, purchasing agent; 
Arthur Irvine, R. C. Neal Co., and R. P. 
Mills, assistant purchasing agent for 
Goulds 


Texas Magazine Publishes 
Special Distributor Issue 


The October issue of the South- 
western Purchaser appeared as a 
special distributor’s issue, and con- 
tains articles and comment on sup- 
ply houses by men who know what 
they are talking about. 

In an article entitled “The Supply 
Company is a Necessary Good”, C. 
L. Cron, Houston district manager, 
Rector Well Equipment Co. says, 
“Time is still the most valuable 
thing around an oil well. No one 
manufacturer can cover the hun- 
dreds of oil fields with the 24-hour 
contact provided by the natural 
grouping of the supply store. The 
supply companies, with their field 
stores at the scene of operations, 
bring the oil man the goods he needs, 
at the time and place he needs them. 
The supply man furnishes other 
things—a readily available telephone, 
a clearing house for field informa- 
tion, a bed for the tool pusher to 
get an hours sleep—small things, 
perhaps, but all toward the end of 
getting the job done. All this comes 
under the head of service, and it is 
not only a service to the oil man 
but to the manufacturer as well, for 
it provides an outlet and service for 
the manufacturer’s products.” 

Jack B. Dale, president Briggs- 
Weaver Machinery Co., Dallas, Tex- 
as and President of the Southern 
Association, tells the industrial buy- 
er how he can make his business 
more liquid in the face of new econ- 
omic and social developments by 
buying from the distributor. He 
says “Your local mill supply distrib- 
utor cannot solve all your problems, 
but the chances are pretty good that 
they can help you release a little 
more capital for operating purposes. 
It almost sounds like eating your 
cake and having it, too.” 

In “The Distributor is a Symbol 
of Service”, E. V. Brown, purchas- 
ing agent-warehouse manager, Earle 
M. Jorgensen Co., says, “The distrib- 
utor has grown with advancement 
comparable to that of our industrial 
and manufacturing enterprises and, 








*. . AND REPEAT OUR LAST 
ORDER ON NUCUT FILES” 





NUCUT IS A GOOD FILE TO 


Kengo yous Catlonens Sot 


ALL THE TIME 


These days, to satisfy fussy buyers, the files you stock must have more 


than just sharp teeth and nice balance. Files must be able to remove more 
metal in less time with less effort. Cut faster, cut cleaner, cut better. Last 
longer — never wilt under tough going. 
HELLER NUCUT is that kind of a file. So much so that 
your customer will come to you with re-orders. And 
as long as NucuT “comes through” for him, he will 
continue to ‘come through” for you. That is what makes 
selling NUCUT so worthwhile. 
Investigate the HELLER NUCUT protective sales 
policy. Opportunities for a greater file business in SELL 
your territory are waiting for you. A letter brings , THE FILE 
complete details. with the 


HELLER BROTHERS COMPANY, NEWARK, N. J. Newcomerstows, Ohio” WHITE TANG 


HELLER NUCUT “WAVY TEETH” FILES 


~ 
4 
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Schrader compressed air accessories, blow guns, press pneumatic 
safety control and hydraulic pressure gauges are in demand in 
practically every plant. Schrader’s new sales plan provides full 
protection for stocking distributors and at the same time allows a 
profitable margin for pick-up dealers. Write for full information. 


Schrader 


A. SCHRADER’S SON, Dept. MS, Brooklyn, N. Y 
Division of SCOVILL MANUFACTURING COMPANY, INCORPORATED 
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backed by the highest ethics of busi- 
ness principles, he stands in the 
front line in the field of purchasing 
agent’s buying.” 

F. E. Koser, purchasing agent, 
Rheem Mfg. Co. points out that pur- 
chasing and distribution must be co- 
ordinated and «suggests that more 
buyers be invited more often to in- 
spect the stocks of the local mill 
supply house. 

“Good business calls for coopera- 
tion between distributor and pur- 
chasing agent,” says A. C.. Kater, 
president, Houston Armature. 1 orks. 
“Distributors who consistently main- 
tain their stocks and service can 
count on the full cooperation of pur- 
chasers in that purchasing will be 
confined to those who serve best.” 


Robert Wason Featured in 
Executives Service Bulletin 


In the opening article in the Execu- 
tives Service Bulletin for November, 
Robert R. Wason, president Man- 
ning, Maxwell, & Moore, Inc., New 
York City relates just how much a 
part in the management of the com- 
pany his employees play. His article 
titled, “Management Tells Its Story 
to Employees” points out that every 
fact about the firm’s business is re- 
vealed to every employee. 

Mr. Wason goes on to say that the 
company looks upon its efforts as a 
serious plan intended to keep all of 
its employees aware of its troubles 
so that those same employees can 
help solve them. 


Skinner Name Trademarked 


According to an announcement 
made by Mr. K. G. Merrill, president 
of the M. B. Skinner Co., of South 
Bend, Ind., makers of repair clamps 
for steel and cast iron pipe, the 
U. S. Patent Office has just issued 
trade mark No. 359892, which pro- 
tects the trade name “Skinner-Seal” 
used in connection with Skinner 
products. ‘S 





Just before the “tee off." F. H. Camp 
(right), advertising manager, Minnesota 
Mining & Mfg. Co., St. Paul and J. L. 
Connolly, one of the firm's attorney, all 
set for a pleasant afternoon on the links 





POWELL BRONZE 
VALVES GIVE MANY 


YEARS OF 


a7 TYPE AND SIZE FOR EVERY 
INDUSTRIAL REQUIREMENT. 


Powell Bronze Walves are backed by nearly a 
century of experience in meeting ever-increasing 
plant conditions. No matter how small or how 
large your valve requirements are, the Powell 
Engineering Staff extends its fullest cooperation 
to help solve your problems. 


POWELL VAI 


POE WM POWELL NATI, OHIO 
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TESTERS in the Allen laboratory leave no loophole 
for customer-complaints on the Distributor. No hollow 
screws are so mercilessly tested — for tensile strength, 
yield point, elongation, reduction of area, Izod impact, 


Rockwell hardness, plus gauge and visual check-ups. 


All claims for the physical properties of “Allens” are 
based on instrument readings — not on enthusiasms. The 


figures are available to our Distributors. 


There’s no better material — none so good — for 
comparative, competitive selling. It should make your | 
sales- presentation, like our manufacturing procedure, | 


scientific in its certainty of results. 


THE ALLEN MEG. COMPANY — 


Barrrort, Conn. U.$.A. 
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Officers of the Syracuse Amigos club. 
Seated, left to right: Leo Joh, treasurer; 
Jack Burns, president; Cal Lawton, vice- 
president. Standing, Phil Crowell and 
Emmett Doyle, directors, and Stand 
Goodman, secretary 





Salesmen's Club Holds 
Initiation in Syracuse 


Members of the recently organized 
Amigos club in Syracuse, N. Y., an 
organization for industrial salesmen 
of that territory, met at the Onon- 
daga Hotel on Oct. 28 with the prin- 
cipal business at hand the initiation 
of recently elected new members. 

Induction ceremonies preceded a 
dinner, after which the gentle haz- 
ing was continued. As a final ges- 
ture the initiates were required to 
bow before the effigy of a dummy 
purchasing agent, having the head 
of Charlie McCarthy. 

Those initiated were: Ray Cannon, 
Cannon & Stein Steel Corp.; Russ 
Bill, manufacturer’s agent; Martin 
Kelly, M. J. Kelly Supply Co.; D. G. 
Geyer, Gould-Farmer Co.; Walter 
Bolton, Wyckoff Drawn Steel Co.; 
C. M. Saltsman, American Brass 
Co.; James F. Wooster, Wilson & 
Greene Lumber Co.; Don Diefendorf, 
Diefendorf Gear Corp.; Carl Reasel, 
Syracuse Supply Co.; C. E. O’Con- 
nor, Halcomb Steel Co.; Ray Park, 
Smith & Caffrey Co.; Paul McAu- 
liffe, McAuliffe Paper Co. 

John P. Burns, Burns Bros., is 
president of the Amigos. Vice-pres- 
ident is Cal Lawton. Leo Joh is 
treasurer, Stan Goodman, secretary, 
and Phil Crowell and Emmett Doyle 
directors. 

Officers of the Syracuse purchas- 
ing agents’ group were invited to 
sit in at the meeting and dinner. The 
Amigos, which, for the time being, 
intends to limit memberships to one 
per company, has for its aims good 
fellowship among those who sell in- 
dustrial supplies and close coopera- 
tion with the local purchasing 
agents’ organization. 


William H. Tilton Dies 


William H. Tilton, former secre- 
tary of the Edwin H. Fitler Co., died 
Nov. 7 at Philadelphia. Mr. Tilton 
entered the employ of the Fitler Co. 
in 1890 and retired in 1934. 
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“Renewo” 


Fig. 73—200 Ib. S.P. 
Fig. 16—300 Ib. S.P. 


Plug Type 
“Renewo” 


Fig. 73-P—200 Ib. S.P. 
Fig. 16-P—300 Ib. S.P. 
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A GALA CRUISE FOR $65! 


Triple Mill Supply Convention Cruise 
Rates Unusually Low on SS BREMEN 


Sailing From New York May 18th, 1939 


Believe it or not, a member of the mill supply industry convention cruise 
can have five glorious days on the S S BREMEN for as little as $65 . . . 
in the very same accommodations which would cost far more for one 
way passage to Europe which also takes five days! 


On the Triple-Convention Cruise, even though you reserve a $65.00 
cabin, you will have the full run of the ship, take your meals in the 
great dining room, enjoy the splendid facilities for deck sports, the tiled 
swimming pool, dancing every evening in the ball room, and all of the 
special entertainment provided for this gala voyage. The $65.00 rooms 
are comfortable, perfectly ventilated and conveniently located as re- 
gards bathrooms. At $75.00 and $80.00 there is a wide range of 
accommodations including A Deck and B Deck cabins. 


The Triple Mill Supply Associations can well be proud that this is the 
largest convention cruise ever booked for the high seas. There are 
but three liners in the world larger than the S S BREMEN . . . and 
none more luxurious and with finer cuisine. 


Bermuda in May is at its best. The ocean at that 
time of the year is ideal. 


Reservations are pouring in. Many types of accom- 
modations are already sold out. If you are planning 
to go, please make your reservations at once. Bring 
your key executives to give them a “‘pep-up” tonic 
in preparation for the business boom predicted to 
artive soon. Bring your wife. 


Write at once for complete details if you have not made your reservation. 
Nearly half of the available accommodations have already been sold. 
Sole Official Transportation Agents 
THOS. COOK & SON—WAGONS-LITS INC. 


587 Fifth Avenue, New York 
i 
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Enjoying the Central States meeting. 
Harry Pulver (left), vice-president of 
Pulver Machinists Supply Co., Chicago, 
relaxes for a moment with Bill Schram. 
Schram was in charge of inside sales for 
Pulver at the recent Central States Mill 
Supply Association meeting in Chicago 





Manhattan Rubber Observes 
45th Anniversary Year 


Observing its 45th anniversary on 
October 28, the Manhattan-Rubber 
Mfg. Division of Raybestos-Manhat- 
tan, Inc., Passaic, N. J., paid tribute 
to four early executives of the firm 
who are still active. 

Frank C. Jones, first president and 
responsible for the financing of the 
company, who was forced to retire 
in 1903 because of ill health was 
succeeded by Colonel Arthur F. 
Townsend, who served as president 
for 26 years up to the merger in 
1929 which formed Raybestos-Man- 
hattan, Inc. Since 1929 Colonel 
Townsend has been chairman of the 
board of Raybestos-Manhattan. 

Three other early executives are 
still alive. They are: F. L. Curtis, 
assistant general manager of the 
Manhattan Division who was man- 
ager of the company’s original fac- 
tory office; C. T. Young, factory 
manager, who was assistant to Mr. 
Curtis in the factory office, and Miss 
Margaret A. Hogan, secretary to 
Colonel Townsend who was his orig- 
inal secretary as well. 


Buffalo Bolt Names New 
Assistant Sales Manager 


The appointment of L. L. Hurd 
as assistant sales manager is an- 
nounced by A. M. Jones, general 
sales manager of the Buffalo Bolt 
Co., Tonawanda, N. Y. Mr. Hurd 
has been associated with the sales 
department of Buffalo Bolt for a 
number of years and brings to his 
new connection a thorough under- 
standing of the many applications 
of bolts and nuts to the problems of 
industry in general. 
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Drop Forged “C’ Clamps 


Bent 
Tail, 


and Dogs for ® 
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FIRST in quality, FIRST in preference, ‘°***” 

ARMSTRONG Drop Forged “C” Clamps, Lathe 


Dogs and Milling Machine Dogs are more 

profitable to sell. niasien 
Drop Forged from open hearth steel, heat } 
treated and hardened and extremely stiff Head 
ARMSTRONG Dogs and Heavy Duty Clamps 

will not spread, spring, or break. They have 

alloy steel screws, hardened at the points to 

prevent upsetting— are recognized by tool 

buyers everywhere as the finest obtainable. 

Sell ARMSTRONG and you will sell more, for 

all tool buyers accept them as first choice and —_, 
many will have no others. 


Write for Catalog 
ARMSTRONG BROS. TOOL CO. 


"The Tool Holder People" 
305 N. FRANCISCO AVE., CHICAGO, U.S.A. 


Eastern Warehouse and Sales: 199 Lafayette St., New York =: ee 


SAN FRANCISCO LONDON Dog 





Bent Tail, 
uble Screw 


P| 
& 
ph se 


tite 


Tool Makers 5 5 o 


Machinists’ Straight Tail, 


Double Screw 


MILL SUPPLIES ® DECEMBER 1938 

















“THE ENGINEER WHO USES 
BELMONT PACKING 









High-Pressure Asbestos 
Packing—Belmont 30 
Made from closely 
woven asbestos 
cloth frictioned 
with a heat-resist- 
ing rubber com- 
pound. The center 
asbestos block is 
* made by folding 
the cloth upon it- 
self. The rubber cushion is com- 
pounded to remain resilient when 
subjected to extreme tempera- 
tures. Always furnished lubri- 
cated and graphited unless other- 
wise specified. Rubber cushion 
supplied on all packing space 
sizes from 7/16'' upward; smaller 
sizes without rubber cushion. 






























































Square Braided Ashestos 
Packing—Belmont 754 
Made of Long Fibre Asbestos 
Yarn, with a fine copper wire 
twisted with each strand. Braided 
square in the same manner as in 
braided flax pack- 
ings. Each strand 
of metallic yarn 
is lubricated and 
graphited, result- 
ing ina thoroughly 
lubricated finished 
packing, which 
avoids possibility 
of hardening in 
service, 
























THERE’S A BELMONT 


Belmont Distributors, we want you to meet “An 
Economist in Overalls.” 
to know him—because he’s a factor that's helping 


We're sure you'll be glad 


to swell your sales this month. 
From the pages of leading trade publi- 
cations he’s smiling his message of 
saving. He's pointing out to industry 
the job that Belmont will do—and that 
Belmont Packings are sold through the 
Belmont Distributor. 
Furthermore, he’s telling packing buyers 
all about the Belmont Sample Kit. How 
—thanks to this ingenious little kit—the 
buyer can actually see the quality of the 
packing he has selected. Also, that no 
Belmont Distributor is ever without it. 
Having met our “Economist”, you and 
your prospect now have a mutual friend. 
because your prospect has met him too 
—in his favorite industrial magazine. 
It's an advantage that you should im- 
mediately follow up. Today, make that 
call you've been putting off all week. 
We can almost bet it'll be a sale! 
Some choice territories still open. Write 
today. 
BELMONT SUPPORT 
HELPS DISTRIBUTOR SALES 


PACKING EVERY SERVICE 


BELMONT 


i fe 


a 


THE BELMONT PACKING & RUBBER COMPANY 
BUTLER AND SEPVIVA STREETS e PHILADELPHIA, PA 





70 


MILL SUPPLIES @ DECEMBER 1938 








New home of Langdon Supply Co., Kan- 
sas City, Mo., at 1317 Union Ave. This 
new location provides Langdon with a 
modern layout and plenty of warehouse 
space. The firm was formerly an agri- 
cultural supply house in the main, but 
is now also engaged in the distribution 
of industrial supplies and equipment 





Lewis Supply Subsidiary 
Takes on Diesel Line 


Southern Power Servicé, Inc., a 
subsidiary of Lewis Supply..Co., 
Memphis, Tenn., has been appointed 
exclusive distributor by General. Mo- 
tors Diesel Engine Division of its 
line of diesel engines for industrial 
and transportation uses. 

Munson Elliott of General Motors 
sales department, and Harvey Street- 
or, of the service department con- 
ducted a two-day course of instruc- 
tion for Lewis sales and service 
men recently. Movietone and slide 
films were used in describing and 
visualizing important features. 

The Lewis Supply Co., also put 
on a special demonstration at their 
office recently, and invited about 200 
customers in the Memphis territory 
who were interested in Diesel en- 
gines. J. W. Clements has been ap- 
pointed manager of the Southern 
Power Service, Inc., with headquar- 
ters at the Lewis Supply Co. 


Ricketson to Sell Outside 


Ellfeldt Hardware & Machinists 
Supply Co., Kansas City, Mo., has 
appointed Warren Ricketson outside 
machine tool representative. The 
story of how Mr. Ricketson sells 
these tools appeared in the Novem- 
ber issue of INDUSTRIAL SELL- 
ING. 


W. F. Zarman 
With Harris Pump 


Harris Pump & Supply Co., Pitts- 
burgh, announces the addition of 
W. F. Zarman, formerly assistant 
sales manager for Pittsburgh Gage 
& Supply, to their outside sales 
force. 
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A FEW OF THE 137 















AMERICAN CHAIN & CABLE 
INDUSTRIAL PRODUCTS 
4 (DOMINION CHAN COMPANY td in Covad 
Where the assembly problem is one “" Gat ae 
; 44) 0- Morrow Lubrica 
= — the safe lifting and care- AMERICAN ¢ oA ray 
i Tru-La rmed Wire Rope e Tru-Loc Proc- 
1 P apap of heavy parts, the = of essed aes e Crescent ined Wire on 
the Wright Improved High Speed Tru-Stop Brakes © Tru-Level Oil Controllers 
loge ' ANDREW C. CAMPBELL DIVISION 
Hoist in the manner shown above is Abrasive Cutting Machines |» Floformers 
found to be highly efficient—just RIGHT for the job. PecFORD CHAIN BLOCK DIVISION 
This illustration shows the assembly of parts in the HAZARD Winn ROPE DIVISION 
plant of a large eastern manufacturer. Here, the Wright eotae «  taemed tttenton Was 
Improved High Speed Hoist, in combination with snenaii tale a Gan 
i +7 1; Wrought iron Bars an apes 
Wright Trolleys and jib cranes, greatly facilitates the MANLEY MANUFACTURING BIVISION 
assembly of comparatively heavy parts. ae... 
Industrial distributors’ salesmen will find the new Owen Cushion and Mattress Spring Centers 
PAGE STEEL AND WIRE DIVISION 
Wright catalog to be a great assistant in closing Pegs Fense © Wire and fad Produce 
z ra ape e in ire 
Wright sales. Send for one. READING-PRATT & CADY DIVISION 
Valves e Electric Steel Fittings 
WRIGHT MANUFACTURING DIVISION quate Sect Geaman teas ot aes 
AMERICAN CHAIN & CABLE COMPANY, INC. emenne eaitiandianes eiteines 
YORK, PENNSYLVANIA Chain Hoists e Electric Hoists and Cranes 





Gn Business for Your Safely 
HOISTS 
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"AMERICAN" 


SHORTCUTS TO SAVINGS 


These four authoritative books are much more than 
mere catalogs. They are filled with engineering 
data that supply a ready source of technical ref- 
erence and point out genuine shortcuts to operat- 
ing and maintenance economies. 


To give your customers the very best in power trans- 
mission and material handling service, you should 
know all about the distinctive features of American 
Steel Split Pulleys—Wedgbelt Drives—Tension 
Control Motor Bases—American Pressed Steel 
Hand Trucks. 


Send for these catalogs today. You will find them a very 
practical addition to your technical libra- 
ry. There is no obligation, of course. The 
American Pulley Company, 4200 Wissa- 
hickon Avenue, Dept. 3, Philadelphia, Pa. 





AMERICAN 


PULLEY COMPANY 
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Here's the booth of the W. O. Barnes 
Co., Detroit at the recent National 
Metal Congress. Standing in the booth 
at the time were (left to right): A. E. 
Applegate, Union Twist Drill Co.; Bill 
Johnston, Barnes’ Chicago representative; 
Al Yorseck, vice-president of Barnes; 
Frank Shaw and Clyde Ambler, Barnes 
representative in the east and Bert 
Young, Cleveland representative. The 
picture was taken by still another Barnes 
man, Jack Bennet, Detroit representative 


Connecticut Blower Co. 
Adds Sales Engineers 





Charles H. Keeney, general man- 
ager of the Connecticut Blower Co., 
Hartford, Conn., has announced the 
appointment of two additional sales 
engineers. 

Juliues Lamparzyk will cover the 
entire state of Ohio with headquar- 
ters in Cleveland. Arthur Polston 
will work out of Louisville, Ky., cov- 
ering the entire state. 


New Home for Belt-Rope 


Belt-Rope Supply Co., Syracuse, 
celebrated their third anniversary by 
moving into new quarters at 1132 
West Genesee St. They also have 
added Paul Dillingham to their sales 
force. 





These folks man the ship at O. Iber 
Co.'s Wells St. branch in Chicago, 
recently acquired from William Wallace 
& Sons. Left to right—William Barlog, 
truckman; J. H. LaVoise, inside salesman; 
Harry Wood, outside salesman; Elsie 
Martis, bookkeeper; C. R. Karmann, 
manager. All were formerly with the 
Wallace organization 
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A REAL RIGHT HAND MACHINE 


IS THE “TOLEDO” No. 999-2" POWER PIPE MACHINE 


These pictures prove that a "TOLEDO" No. 999 IS A REAL RIGHT HAND MACHINE. 


On the left—the operator with his right hand feeding in the cutter knives, cutting off a piece of 
2” pipe in 10 seconds. 


Next—scarcely moving his position, he reams the pipe. Feeding the reamer by pressure on the 
hand feed wheel with his right hand. 


Then—he starts the dies on the pipe with the same operation as reaming. 


Photograph on the right—he controls the motor by the forward and reversing switch, conven- 
iently located for his right hand. 


Here's proof a-plenty that the “Toledo” No. 999 is a real right hand machine—easy to operate 
—swift and efficient—the outstanding %” to 2” portable power pipe machine on the market today. 


THE TOLEDO PIPE THREADING MACHINE CO. 


TOLEDO, OHIO NEW YORK OFFICE, 72 LAFAYETTE STREET 
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New Mill Supply Show Room 
For Laib Co., Louisville, Ky. 


The Laib Co., Louisville, Ky., has 
opened a separate mill and indus- 
trial supply show room next door 





A section of the Laib Showroom 


to their building at 756 South First 
St. They also announce, that Harry 
C. Scheible, who has been with the 
company 14 years, has been promot- 
ed from bill clerk to city salesman 
for mill supplies. 


Alamo Iron Works Issues 
60th Anniversary Folder 


“Sixty Years of Service,” is the 
title of a folder recently issued by 
the Alamo Iron Works, San Antonio, 
Texas, upon completion of 60 years 
activity as a distributor, manufac- 
turer and fabricator of industrial 
equipment and supplies. 

The folder effectively pictures and 
tells the story of the company rise 
from a one-building plant in 1878 to 
one of Texas’ major industries con- 
sisting of plants in San Antonio, 
Houston, Corpus’ Christi, and 
Brownsville. The San Antonio plant 
alone covers six acres of ground. 


Leavitt New President 
for F. E. Satterlee Co. 


At a recent meeting of the F. E. 
Satterlee Co., Minneapolis, Minn., T. 
W. Leavitt was elected president, 
treasurer and general manager. 
Other officers chosen were A. H. 
Smith, vice-president and W. W. Sat- 
terlee, secretary and sales manager. 
The new officers took charge of the 
company’s affairs and are directing a 
sales program now under way. 


Channon Addresses P. A.'s 


J. A. Channon, manager of MILL 
SUPPLIES, addressed the Cleveland 
purchasing agents at their mill sup- 
ply night on November 17. He dis- 
cussed the importance of the dis- 
tributor and the economic function 
of the supply house in the industrial 
field. 


























Ona basis of ultimate cost- 
GILMOREWIREROPE isa better buy 





The Wire Rope 
User has waited years 
for a Truly Precision Rope 






The supply dealer who is in position to furnish a 
rope thet more nearly approaches perfection is 
the dealer who should and will get the preference. 
That is as obvious as can be. Gilmore Precision- 
built Ropes, regardless of their longer wearing, 
and in every way superior quality can be sold at 
competitive prices— and the satisfaction one 
gets from this deserves the consideration of 
every good supply dealer. Would you like to 
talk with us about it? . 





Other J & L Steel Products 


Seamless Steel Boiler Tubes — Cold 
Finished Shafting — Hot Rolled Bars, 


Shapes and Plates — Galvanized Roof- 
ing & Siding — Seamless and Welded 
Pipe — Cold Finished Bars and Shapes 
— Nails and Wire Products — Flat 
— LUIRE ROPE a : Sion 


STEEL MUNCY-PENNSYLVANIA - 


JONES & LAUGHLIN STEEL CORPORATION 


PITTSBURGH- PENNSYLVANIA 
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A NAME THAT ASSURES QUALITY 





When you sell CARD TAPS you can assure excel- 
lent quality. Time tested and time proven. CARD’S 
64 years’ experience in making screw cutting tools 
plus their complete manufacturing equipment and 


complete research department back you up. 


S. W. CARD MFG. CO. 


DIVISION OF UNION TWIST DRILL CO. 
MANSFIELD, MASS. 


TAPS 


STORES: New York: 61 Reade St., Chicago: 11 South Clinton St., Detroit: 6540 Antoine St., San Francisco: 
121 Second St., Los Angeles: 168 So. Central Ave., Seattle: 568 First Ave. So. 
























Safety Belt Hooks and Lacers | — 
ez Give You More Profit! 
2 
3-4 Let us explain, 
quote you and 
outline our sales 
5 co-operation. 
6 See Those Jaws | 
SAFETY Not fiat, but RIBBED 
Portable Lacer Each Rib Contacts 
A HOOK ONLY 
The Best o | 
Belt-Lacing | 
System 
with the Hooks are easily 
sunk below the 
, — surface of belt 
For You! Boe Ae These two features 
Stronger — 
Sales are easy! 
Safety Belt-Lacer Co., Toledo, Ohio 
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Mid-Year Meetings 
Well Attended 


(Continued from page 19) 








worth, manager of the Atlanta di- 
vision, National Association of 
Credit Men, whose topic, “Credit 
and Sales” was covered in a most 
enlightening and helpful way. 
John J. Welch, editor of MILL 
SUPPLIES, discussed distributor 
promotion. This meeting was con- 
sidered an outstanding success. It 
drew distributors from many sur- 
rounding states and is believed to 
have brought definite progress 
toward the solution of unhealthy 
conditions existing in several im- 
portant product markets. 

Chicago—The Palmer House, 
November 14, was the scene of a 
hugely successful Central States 
meeting. Eighty-nine per cent of 
the member houses were repre- 
sented. An exceedingly well 
planned, well executed program 
made it an interesting day from 
start to finish. 

The morning session was limited 
to distributors. Three important 
papers were read: “Selective Dis- 
tribution”, prepared by Frank M. 
Summers, John Pritzlaff Hard- 
ware, Milwaukee, and read by 
Charles E. Curtis, Western Iron 
Stores, Milwaukee; “Problems of 
a Mill Supply Distributor In a 
Small Town”, by W. E. Price, 
Knapp Supply, Muncie, Ind.; and 
“In the Light of the Fire”, by 
Oscar Iber, O. Iber Co., Chicago. 

Such quotations as these, from 
Mr. Summers’ paper, will long be 
remembered by those who heard 
his paper: 

“There is no doubt that some 
manufacturers have entirely too 
many distributors in certain sec- 
tions, but the only way to stop this 
is for the distributor to do a better 
job himself, then insist that these 
manufacturers confine their sales 
to legitimate distributors. There 
is no objection to selling a concern 
because it is small if it really quali- 
fies as a distributor, but we know 
of many cases where such houses 
have no catalog or salesmen and 
simply pick up orders for material 
that has already been sold by 
somebody else. 

“In Wisconsin we think we are 
fortunate in not having manufac- 
turers’ branch stocks in our com- 
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long-lasting and economical under actual working conditions. 








Abrasive Discs for Every Use 


Armour Sand Paper Works manufactures Abrasive Discs for all uses—for 
all types of equipment. Here are discs that are fast-cutting, clean-cutting, 


All sizes, weights and grits necessary for woods or metals—for grinding, 


surfacing and polishing. For increased, economical production Armour’s 


Abrasive Discs will give your customers what they have been looking for— 


and your house the repeat business that builds profit! 


ARMOUR SAND PAPER WORKS 


Division of ARMOUR AND COMPANY 
GENERAL OFFICES: CHICAGO 
Stocks Distributed from branches in following cities: 


BOSTON NEWYORK BUFFALO PHILADELPHIA MILWAUKEE DETROIT PITTSBURGH CLEVELAND 
INDIANAPOLIS ST.LOUIS SAN FRANCISCO LOS ANGELES SEATTLE HIGH POINT.N.C. CINCINNATI 
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PLANTS LARGE AND SMALL 
ARE ALL PROSPECTS FOR 








CAPITAL 


RED CAP 
Brushes and Brooms 




















Metal Case 


The Capital "Red Cap” Line is the right line to sell for profit. 
Every industry in your territory uses brushes and brooms and the 
Capital "Red Cap" Line is adequate to fill any need—they're 
money makers, too! 


High quality and service to the distributor is the basis for your success in 
selling this line. There is always a demand for any product which is outstand- 
ing in quality and Capital "Red Caps" are accepted by large industries every- 
where for this. There's new and repeat business 
for you in selling CAPITAL "RED CAP" 

Brushes and Brooms—are your stocks ready for 


the demand? 


INDIANAPOLIS 
BRUSH & BROOM MFG. COMPANY 


Established 1890 


Bass Push Broom 











Cor. Brush & Broom Sts., Indianapolis, Ind. Floor Brush 

















GENUINE 


5 TRADE MARK AEG. US. PAT. OFFICE 
Ease of application, ‘‘Never Lets Go,’ the sectional rocker hinge pin, 
smoothness on both sides, en and separability make genuine 
Alligator the most universally used Steel Belt Lacing. Clinched teeth 
prevent ply separation in belt ends. Twelve sizes for flat belts 
of all types up to % in. thick, Standard Boxes, Handy 
Packages \1nd special long lengths. Also made in Monel and 
alloys. Stes of Alligator Steel Belt Lacing are profit sales 
for the jo »rber. 
Solo only through jobber-dealer trade channels, 


Sole Manufacturers 
FLEXIBLE STEEL LACING COMPANY 
4633 Lexington St., Chicago 
In England at 15 Westmoreland 
Place, London, N.1. 
HAMMER TO — 
APPLY !T 
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munities, because this compels our 
stock men and buyers to keep up 
our stocks. We believe that pick- 
up orders are expensive to handle. 
We place few orders with branches 
in Chicago, which charge a five or 
ten per cent service charge, be- 
cause we think that this charge is 
the difference between profit and 
loss. We use this service only in 
emergencies. We try to carry com- 
plete stocks and, therefore, qualify 
as legitimate distributors. We 
have no courtesy discounts among 
distributors, and if customers in- 
sist on a certain brand handled by 
another distributor we refer them 
to that distributor and allow him 
to make the full profit. He does the 
same with us. Of course we have 
pick-up business with other deal- 
ers for ordinary supplies, in order 
to give service, but we buy at our 
selling price except when there is 
a dealer’s price set up by the manu- 
facturers. By keeping up our 
stocks this is reduced to a mini- 
mum and practically all our sales 
are at full profit. 

“Do not think this was always 
so. We have corrected many abuses 
in the last ten years. 

“Our experience has proved that 
the manufacturers want to cooper- 
ate with us. Surely, if we support 
a manufacturer against his com- 
petition, he likewise supports us 
against ours. If we have a ‘Garden 
of Eden’ as related to selective dis- 
tribution, it is because the road 
thereto has been traveled by both 
distributor and manufacturer with 
a common policy.” 

The Iber and Price papers will 
be presented as articles in later 
numbers of MILL SUPPLIES. 

During the luncheon, which was 
also limited to distributors, Wen- 
dell H. Clark, Samuel Harris, Chi- 
cago, showed interesting moving 
pictures he had taken during out- 
ings of the Chicago Mill Supply 
Club at his island in northern 
Wisconsin—and of a Chicago Mill 
Supply Club golf tournament. 

H. K. “Tony” Clark, vice-presi- 
dent of the Norton Co., was the 
featured speaker at the banquet. 
His paper is published in digest 
form on Page 17. 

Shreveport—The meeting here 
drew distributors from Louisiana, 
Texas, Tennessee, Oklahoma and 
Arkansas. Although not as heavily 
attended as the Atlanta meeting, 
it provoked much interesting dis- 
cussion on topics similar to those 
brought up the week previously. 
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1— Perfect Grip Hand Wheel 
2—Secured Wheel Nut 
3 — Leak-Tight Spindle Joint 
4 — One-piece Heavy Duty Bonner 
5 — Self-aligning Body-bonnet Safety Joint 
6 —Reinforced Heavy Duty Body 
7 —Wide Gauge Reversible Wedge 
g — Automatic Seating Adjustment 
9 —High Tensile Steel U-Bolt 


ewYork,N.Y.;Bridgeport,Cone- Boston; Chicago; 
§., Limited, Montreal; London, Eng. 


JENKINS BROS.,80 White St.,N 
Philadephia; Atlanta; Houston. JENKINS BRO: 


BRONZE MOUNTED OR ALL IRON 





that HOLDS 
the trade 


Speed-Edge Hack Saw 
Blades—the blade that 
is DIFFERENT—and you 
can be assured of 
steady repeating cus- 
tomers that competition 
cannot take away from 
you, because: 


- No other hack saw 
blade can be both high 
speed and positively un- 
breakable. 


2. No other blade can 
have a genuine 18% 
Tungsten high speed 
steel cutting edge 
welded to a tough, non- 
breakable alloy steel 
back or body. 


3.No other blade can 
be safely operated at 
such high tensions and 
such high feed pressures 
—to cut faster, to cut 
straighter, to last longer. 


MARVEL Distributors, 
need not be concerned 
with competition. They 
have far more to sell, 
and the assurance that 
they alone can harvest 
the benefits of their 
sales work. 


3. Patented Electric 
Weld. 


3 





1. Tough Alloy Steel 2 
Body. 
2. Genuine 18% High 
Speed Steel Cut 
ting Edge. 
ARMSTRONG-BLUM MFG. CO. 
“The Hack Saw People” 


5753 Bloomingdale Ave., Chicago, U.S.A. 


Eastern Sales Office: 199 Lafayette St. 
New York 
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the blade. 





Sell MARVEL High- | 








Distributors who spoke included: 
Edward F. Stauss, Oliver H. Van 
Horn Co., New Orleans; J. K. 
Lewis, Hollis Supply, Little Rock; 
E. C. Blackstone, J. E. Dilworth 
Co., Memphis; Richard Alcott, 
Riechman-Crosby, Memphis; Carl 
C. Krueger, San Antonio Machine 
& Supply; and Leo Mideke, Mideke 
Supply Co., Oklahoma City. Messrs. 
Conner, McKee, Yardley and 
Welch, who attended the Atlanta 
meeting, also visited Shreveport, 
as did A. A. Murfey, Cleveland File 
Co.; Roger R. Morse, Delta File 
and C, L. Bradbury, Walworth Co. 








Take It Away! 


(Continued from page 23) 








trucks, maybe even a tractor or 
two. Follow them out to the load- 
ing platform—and you may run 
into your old friends, the hoists, 
again. Many plants have hoists 
on extensible monorails to handle 
heavy loads into box cars. Others 
use lift trucks and stackers. If 
they’re already in, see that they’re 
all in running order by suggesting 
replacement parts and service. If 
men are loading cars by hand, see 
if a hoist setup wouldn’t do the 
job better. It might be a hand 
hoist, when an electric would do 
the job better and cheaper. 

Now, on your way back to the 
plant office, cast your eye about 
for such small departments as the 
pipe shop, maintenance (often | 
millwright’s) shop, store room, 
and power and/or pumping plant. | 
Every one needs hoists here and | 
there, even if only occasionally. | 
And have a _heart-to-heart talk | 
with the master mechanic (who 
probably took you through the. 
plant) to see whether he has any | 
handling problems on his mind. | 
Sometimes he thinks a pair of 
hoists would flip over a heavy 
assembly just as readily as the 
crane could, and in so doing, would 
release the crane for other work, 
as well as eliminating the usual 
wait for the crane. In other cases, 
two hoists might balance or handle 
a load better than the single one 
doing it now. And so on. The 
pot of gold is there—if you’ll just 
dig for it! 

And while you’re digging, don’t 
forget to pick up any scattered 








gold pieces lying around in the 
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ON ABRASIVE 
SPECIALTIES 


Just because your customers need 
special sizes or shapes of abrasive 
sheets or belts, there’s no need to 
hang up their production for ten 
days or two weeks ... 

Here’s one abrasive manufacturer 
ready to roll up his sleeves and give 
you 48-hour action on “specials”— 
as dependable as the 24-hour action 
on regular orders that has made this 
company’s standard line famous. 

More than once, an AP dealer has 
swung over an account by providing 
the kind of service that avoids jams. 
Customer-gratitude is something 
worth having, and service is a good 
way to get it! 

Write for information on the 
AP Franchise, including the free 
trial offer that’s ringing the bell 
for so many distributors. Abrasive 


Products, Inc., So. Braintree, Mass. 


ABRASIVE 
PRODUCTS 


INC. 
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plants for these new screws... 


on the Constantly Growing 
market for 


BRAKO 


Socket Screws 


For years “Unbrako” Socket Screws have been a steady- 
seller item—a dependable source of profit to many mill 
supply houses. With the addition of the exclusive “Unbrako” 
Self-Locking Set Screws to the line, an increased market has 
resulted. New interest has been shown in countless industrial 





an interest that has and will 


continue to result in real volume sales and real profits for wide- 


awake distributors. 


It will pay you, too, to cash in on this. 


Write us for full information about “Unbrakos”. 








.... and there’s always a steady demand for 
“HALLOWELL” STEEL SHOP EQUIPMENT 














“HALLOWELL" STEEL BENCHES 






Pat'd and Pat's Pend’. 
. 732 
Drawer is extra 


Buyers are quick to recognize the many 
advantages offered by “Hallowell” 
Benches. The fact that you can supply 
them with a bench that will — fill 
their need right from stock is usually a 
deciding factor. “Hallowell” Benches 
have smooth steel tops—rigid flanged legs 
—ample shelf space and _ pilfer-proof 
drawer if desired. 


“HALLOWELL” 
STEEL LIFT TRUCK PLATFORMS 





Fig. 799 


These are made to be easy on the floors. 
The end-grain wood legs allow them to 
set down as gently as a cat’s paw. You 
can back these to the limit. 


“HALLOWELL" 
STEEL SHAFT 
COLLARS 


Unbreakability 
and machine 
finish combined 
with low price 
give these collars 
a world-wide 


Fig. 1432 Patented popularity. 











“HALLOWELL" STEEL STOOLS 


Fig. 1334 





Pat. 
Aaghes Fig. 1249 
The exceptional and lasting rigidity of 
these all welded stools makes repeat sales 
a certainty. “Hallowell” Stools are made 
in a complete selection of styles and will 
more than satisfy your most discriminat- 
ing customers. 


“HALLOWELL” 
STEEL 
TOOL STANDS 


Fig. 705 


Moves easily 
wherever it’s 
needed; an easy 
stand to sell. 
Made in a va- 
riety of types for 
all purposes. 





“HALLOWELL" STEEL TRUCKS 








Fig. 754. Pat. Applied For 


If you want to supply your prospects 
with floor trucks that will give them the 
best value for their money—you'll sell 


them “‘Hallowells”. The steel platforms 
won’t chip or splinter . . . all parts will 
stay rigid .. . wheels and hubs are made 


for easy rolling, and they're supplied in 
wide variety. 


"PIONEER" 
STEEL SHAFT 
HANGERS 


The original steel 
Shaft Hanger — 
and the only 
hanger with inte- 
gral feet. Mil- 
lions in use the 
world over. 






Pat'd 
Fig. 300 


WRITE FOR LITERATURE AND DEALER'S PROPOSITION 


STANDARD PreEsseEpD STEEL Co. 


GnanceEs JENKINTOWN, PENNA. BRANCHES 
BOSTON CHICAGO 
DETROIT Box 519 ST. LOUIS 
INDIANAPOLIS SAN FRANCISCO 
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MONO-BILT 


Wire Wheel Brush 

*% MONO-BILT Wire Wheel Brushes 
are made of specially drawn, thor- 
oughly crimped steel wire  inter- 
mingled into an all metal accurately 
balanced unit of exceptional strength 
and durability. 

Interchangeable centers, available 
in 'A” to I'2" arbor hole sizes, en- 
able the distributor to quickly adapt 
the brushes for any size shaft within 
this range. 
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Regardless of how highly a product is adver- 
tised . . . how deadle it is marketed .. . 
anageomgeas is the deciding factor in the 
ong run. 


For this reason we urge you to take advan- 
tage of the real selling job MONO-BILT Wire 
Wheel Brushes can do for you. Once in the 
hands of your potential users, these tested 
time and labor-saving tools are bound to 
bring you worthwhile results. Likewise, be- 
cause they are adapted for many uses too 
numerous to mention, your market is constant 
and unlimited. 


From a repeat sales and profit standpoint, 
you'll find in most cases that a proven product 
like MONO-BILT Wire Wheel Brushes "clicks" 
for you every time you say "TRY THEM". 


THE MILWAUKEE BRUSH MFG. CO. 
2212-2236 North 30th Street Milwaukee, Wis. 


MILWAUKEE INDUSTRIAL BRUSHES 
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form of small tools, brushes, 
brooms, pipe, fittings, insulation, 
and the thousand other items that 
every shop uses. Individually, 
they aren’t much, but get enough 
of them on an order blank, and the 
total is surprising! 

Here’s a market ready and wait- 
ing—all you have to do is to re- 
member the crane “hooker’s” age- 
old cry, “Take it away!” 








Guess What! 


(Answers to questions on page 31) 








1. By burning off the rubber 
with oil-soaked waste, then brush- 
ing the nipple with a file brush. 

2. 100-110 lb. 

3. Air supply to pneumatic 
tools, air jacks, rivet-heating 
forges, paint-spray guns, blowing 
tips, clamps. 

4. White rubber outside cover, 
for the added appearance. Lining 
to resist food acids. 

5. 50 ft. 

6. By clamping a t-inch diame- 
ter iron ring around the hose. 

7. Because the ring cuts through 
the cover and exposes the carcass. 

8. Blowouts and rotting of the 
carcass. 

9. Water, steam, oil, paint, gaso- 
line, gases and liquids in general. 

10. A specially treated tube or 
liner. Ordinary rubber deteri- 
orates rapidly when exposed to oil. 

11. Usually a flexible metal tube, 
or other fire- and oil-resisting lin- 
ing. 

12. By difference in color. 

13. The acetylene and oxygen 
hoses are linked together, either 
by regularly spaced wires shaped 
like an 8, or by an 8-shaped rubber 
cover. 

14. It outwears the tube, mean- 
while causing higher first cost and 
reducing flexibility. 

15. It may be low quality rubber 
that rapidly abrades. 

16. Through sub-quality or im- 
proper couplings. 

17. This prevents blowout of the 
nipples, which may endanger 
workmen. 

18. The quick-detachable type. 

19. By looking over the job, 
then checking the manufacturer’s 
recommendations as given in his 
catalog. 

20. It keeps moisture out of 
plies and protects them against 
wear and abrasion. 
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21. Yes, usually with spiral wire 
wrapping, which resists abrasion 
and crushing, as well as aiding the 
fabric to resist bursting. 

22. Yes, for spraying trees with 
chemicals. 

23. They use it for agitating in 
ice cans, for hoists and scaling 
condenser coils (with grinders, 
hammers, drills, etc.) 

24. Hoists, lifts, pressure clean- 
ers, spray washers, painting. 

25. The carcass. 


Sam Supplier's Secretary 
or Who Goes With Who Where 


(Answers to the problem on page 31) 


Olson—Dalls. Barkley—Youngs- 
town. Brown—Harrisburg. Elman 
ork. Apgar — Pontiac. 
Hudson — Chicago. Here’s how: 
Barkley is obviously from Youngs- 
town. Brown isn’t from Chicago. 
Hudson isn’t from New York. EI- 
man is not from Harrisburg. Ap- 
gar, the only man not discussed, 
must live in Pontiac, since Miss 
Horan, the only girl who hasn’t 
been assigned a boy friend, swears 
by Pontiac. Olson must be in Dal- 
las. Miss East hates Harrisburg 
men, knows Brown and won’t have 
anything to do with him. Brown 
must be from Harrisburg. This 
leaves Hudson and Elman for Chi- 
cago and New York, and since 
Miss Kane, Hudson’s girl, has 
never met any New Yorkers, it 
follows that Hudson is the Chi- 
cagoan. 











It's Time We 
Learned the Facts 


(Continued from page 17) 








answered he failed in his duty to 
his distributor when he did not 
make an earnest effort to discover 
the reason for the insistence on the 
part of the customer. He did not 
ask—Why? 

So—the initial debates between 
manufacturers and _ distributors 
began. They quarreled, individ- 
ually; they called names, and all 
the time the industrial age was 
progressing. 

One good thing came out of the 
dissatisfaction—a decision on the 
part of the distributors to get to- 
gether in associations. The man- 
ufacturers, realizing that concert- 
ed presentation of distributors’ 
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THE MOST PRACTICAL 
VARIABLE TRANSMISSION 
EVER DEVISED . . 


PREFERRED 


BY THE "WHO'S WHO" OF 
INDUSTRY 
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The list of users who prefer and use Columbia's JFS-Jr. Vari-Speed Controls reads like the 
“Who's Who’’ of Industry. Letters from large industrial plants all over the country attest 
to the quality and efficiency of these Variable Speed Transmissions. 


They are modern, simple in operation, easy to install on old or new equipment, use 
standard V belts, made in sizes from fractional to 7Y, HP, and most amazing of all, 
they are low in price. 


The income for distributors who sell the JFS-Jr. Vari-Speed Controls is sound and reliable, 
and the sale of auxiliary pulleys and belts is also promoted. Write for further particulars 
and send your customers’ specifications—Satisfaction to user and distributor is guaranteed. 


COLUMBIA VARI-SPEED CO. 


YEARS 


WHEATON, ILL. 


DEVELOPERS OF VARI-SPEED CONTROLS FOR 15 


LIBERTY BUILDING 











CLOVER 


Quality and Service Since 1907 


ABRASIVE-COATED 
PAPERS AND CLOTHS 


GRINDING AND LAPPING 
COMPOUNDS 


CLOVER MFG. CO., Norwa.k, Conn. 
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Who Is Getting 
THOSE PUMP ORDERS? 


Somebody is. That's a certainty. And, you might say, 
from under your very nose. For almost every plant in 
your territory is using one or several types of pumps. 
And more and more pumps will be sold as conditions 
continue to improve. And each sale of a pump—when 
it's Roper made—produces a very definite profit. 


Sell the Markets that 
Belong to You 


These markets for Roper pumps 
belong to you. You can sell 
them. No question about it. 
That's why we have adopted 
our distributor policy. We be- 
lieve in the distributors’ sales- 


TWO-WAY man. Let us tell you why you HAND 
Here is Fig. 4210, a can do a real job with the TRANSFER 
Roper Two-W Ro i This is one of the 
tary Coolant “Pump Roper line. Roper Hand Trans- 
for handling oil fer , — » a 
water or compound usec or andling 
on machine tools GEO. D. ROPER CORPORATION heavy oils, fuel oils, 
Furnished with built os pe molasses, paints, lac- 
in automatic relief Rockford, Iinois quer and other ligq- 
valve. Lots of oppor uids in garages, oil 
tunities in your ter stations, factories, on 


ritory with this nun truck tanks, ete. You 
ber. can sell many of 


these 
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The Watson-Stillman Sales Pol- 
icy was especially formulated to 
allow distributors to do an ag- 
gressive selling job at an attrac- 





tive profit. 


Distributors who are stocking and 
selling Watson-Stillman Forged 
Steel Fittings have found it a 
highly satisfactory and profitable 
line to sell. 


Investigate the Watson-Stillman 
Line! 
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problems would require recogni- 
tion, associated together, just a 
few at the start. 

All of these men built better 
than they hoped, no doubt, because 
the very existence of these organ- 
izations reveals accomplishment. 
In the beginning they provided 
a common meeting place where 
the debates and arguments could 
be held. The main subject for 
examination, however, is one I 
have not yet seen assigned for 
study nor discussed as the funda- 
mental question. Nevertheless, I 
submit that the question to which 
all others are contributary, is: 

“Is the Mill Supply Distributor 
a necessary, vital and permanent 
factor in Industria] Distribution?” 
tion?” 

(a) If he is, what can and 
will he do to improve his pres- 
ent position? 

(b) If he is, what can and 
will the Manufacturers do to 
help improve the Distributors’ 
position? 


Distributors need to know if 
you are fighting continually in a 
losing battle. Manufacturers need 
to know, too, if we are to plan 
with assurance our distribution 
programs for the long pull. And 
we should call to our collective aid 
the best methods available—com- 
mercial research. 

First—Should manufacturers 
sell wholly direct, wholly through 
mill supply distributors or part one 
way and part the other? 

The answer must be supplied 
by averaging the answers provided 
by commercial research experts 
who have viewed the problem from 
the vantage point of their own 
company, their own product. Such 
a composite answer can be secured. 
I say—let us ask—why— and seek 
the best talent available to provide 
the answer. 

SEcoNnD—Selective Distribution. 
If we are going to announce that 
you, as distributors, are buying 
only from those who practice Se- 
lective Distribution, that we, as 
manufacturers, are practicing Se- 
lective Distribution, for God’s 
sake, let’s find out what it is. 

In my opinion, Selective Distri- 
bution will remain a euphonious 
term until more of us ask—Why? 
and until we decide to provide a 
composite answer, developed by 
commercial research, by the best 
available talent. 











ee i a ae as ae ee. Oe. a Ue 





ae ee 








THIRD—Suggested Resale Prices. 
What occasions the hesitancy in 
establishing suggested resale prices 
for all principal items in the mill 
supply line? Some have indicated 
that their hesitancy is tied up with 
their belief that the distributors’ 
cost of doing business should be 
considered an important factor in 
the whole broad policy of sug- 
gested resale prices. I believe there 
is soundness in that suggestion. 
So, if we decide that in any de- 
sirable commercial research an im- 
portant question is to be that of 
suggested resale prices, let us at 
the same time, have that same re- 
search include one on the mill sup- 
ply distributors’ cost of doing 
business. 

Cost STuDIES—More and more 
firmly is being established for us 
the floor of costs. In terms of 
horizontal members of the struc- 
ture, taxes, wages, surcharges for 
employee services, they are being 
securely fixed. Above us we have 
a ceiling of selling prices. The 
space between the floor and ceiling 
represents to us all the gross profit 
in our enterprise. If we agree that 
the structure is being built around 
us, should we not decide to have 
something to say about the length 
of the columns which will keep the 
floor and ceiling apart? And will 
not our position be much better if 
we actually know what are the 
present costs of doing business? 
I do not believe many distributors 
know their cost of doing business. 
I am not interested in average 
figures, or averages of averages; I 
am concerned with and talking 
about the cost of doing business 
for different types and sizes of 
mill supply distributors on indi- 
vidual groups of products by 
classes. 

I do not see why any distributor 
—or manufacturer should fear the 
result of any broad, impartially 
conducted cost investigation. It 
would provide facts, and facts are 
what we need. 

And what about the subject we 
hear so often discussed these days 


- —Reciprocity? Unless more peo- 


ple in these closely united associa- 
tions concern themselves with the 
fundamental errors in the theory 
of reciprocal buying and selling, 
the entire distributing picture will 
be altered and in a way which will 
not be attractive to the distribu- 
tors. 

When our company receives an 
order from a distributor for ship- 


ment out of his normal trading 
area, to a customer whom we, of 
course, know is a_ reciprocity 
buyer, we ask the distributor to 
tell his customer to place the order 
with the distributor to whom it 
rightfully belongs. If this does 
not have the desired result, we 
then accept the order but we insist 
on billing direct to the customer 
at the proper price, and we give to 
the distributor a credit for five 
per cent instead of the normal 
profit he would make on a sale in 
his own territory. 

Distributors have in_ their 
hands an equally or even more 
effective weapon with which to 
combat this evil which must even- 
tually cut into their already 
meager and otherwise threatened 
gross profit. They can refuse to 
buy from manufacturers who sell 
to distant distributors material 
which will be shipped into their 
natural trading area. 

We might get a proper, under- 
standable picture of the ultimate 
effect of reciprocity if this subject 
were included in any commercial 
research study we elected to have 
made of this whole industrial sup- 
ply set-up. It should be included 
because it is a vital part. 

We are all members of one of 
these association which constitute 
the backbone of the mill supply 
industry. The machinery is pro- 
vided for even greater cooperative 
effort than we have had in the 
past. Let us use that machinery— 
effectively. 

Let us each—manufacturer and 
distributor alike—consider well 
and answer these questions: 

1. Do we have enough facts to 
really plot the future of our own 
individual enterprise, marketwise? 

2. Is it not better to have the 
best answers we can obtain, even 
if the answers are not what we 
would like to have, so we may plan 
intelligently for the future? 

3. Would it not be wise to throw 
the efforts of our three Associa- 
tions behind a broad, comprehen- 
sive, commercial research, con- 
ducted by the most able market re- 
search counselors we can obtain— 
the bill, sizable though it may be, 
to be divided among us all, each 
in proportion to his interest and 
ability to pay? 

4. In short, is it not better to 
submit to and to pay for an early 
diagnosis, rather than to have to 
pay for a later, serious illness? 
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IMPROVED 
GRINDING 
WHEEL 
DRESSERS 


(Pat. Applied for) 


INCREASE 


IN PRICE 


* Your customers will 
get longer life and 
efficiency from the 
New Improved Vin. 
cent - Huntington 
Grinding Wheel Dress- 
ers and at no increase 
in their price. New 
type bushings that will 
not turn and wear out 
the holes in the handle 
add greatly to the 
sturdy qualities and 
usefulness of these 
tools. For your cus- 
tomers it means defi- 
nite dollars and cents 
savings. For you it 
means increased sales 
and profits, 





These bushings used in all 
Special and #1 and #2 
Improved Huntington 
Dressers. 


These bushings used in #0 
Regular and Hooded tm- 
proved Huntington Dressers. 


Has 18 
Teeth 
Count 
Them / 


Get our useful catalog. 
pages — conveniently 
punched for use in 
your binders. 


THE 
VINCENT STEEL 
PROCESS CO. 


2434 Bellevue Ave. 
DETROIT, MICH. 

















PRODUCT PAGE NO. 
Metallized Gasket 86 
Strainer 86 
Portable Air Compressor 86 
Universal Tap 87 
Safety Saw 87 
Current Tester 88 
Telescopic Stacker 88 
Steel Caster 88 
Magnetic Switch 88 
Air Turbine Grinder 89 
Cargo Packer 90 
Respirator 90 
Sockets 90 
Hose 90 
Pedestal Grinder 91 
Stacking Boxes 9) 
Welder 92 
Fuse Puller 94 
Tool Post Grinders 94 








MAIN FEATURE 


Metallic compound increases resistance 
Stainless steel self-cleaning element 
Power take-off drive 


One-piece construction eliminates loose 
parts 


Compact and powered for continuous 
operation 


Has a wide variety of uses 

Retractable revolving base 

Built for heavy loads and shocks 

Small dimensions and long mechanical 
life 

Continuous duty at 75,000 r.p.m. 


Simple method of tightly packing small 
merchandise 


Equipped with twin cartridges for or- 
ganic vapors 


Thin walls for operation in awkward 
places 

Minimum bulk and weight with 
creased strength 

Ball-bearing equipped for 12-in. grind- 
ing wheels 


Improved construction increases life of 
box 


Will handle light and heavy work 
Constructed of highly polished bakelite 


Made in 3 and 3 hp. capacities with 
horizontal slide adjustment 


in- 


MANUFACTURER 


Goetze Gasket & Packing Co. 

V. D. Anderson Co. 

Worthington Pump & Machin- 
ery Co. 

Thomas & Betts Co. 

Stanley Electric Tool Division 


Littlefuse Laboratories, Inc. 
Lewis-Shepard Sales Corp. 
Bond Foundry & Machine Co. 
General Electric Co. 


Onsrud Machine Works, Inc. 
Denison Engineering Co. 


H. S. Cover, Inc. 

J. H. Williams Co. 

B. F. Goodrich Co. 

Standard Electrical Tool Co. 
All-Steel Equipment Co. 
Miller Electric Mfg. Co. 


Trico Fuse Mfg. Co. 
Hisey-Wolf Machine Co. 








NEW PRODUCTS 
WITH SALES POSSIBILITIES 


Metallized Gasket 





- Recently announced is a new line 
of corrugated metal-asbestos gaskets 
treated with a special metallic com- 


pound which, it is claimed, adds 
greatly to the gasket’s resistance to 
heat, pressure, moisture and cor- 
rosion. It is also claimed that this 
metallic coating prevents the as- 
bestos from sticking to flanges and 
minimizes damage to gaskets from 
handling. The company offers to 
send users sample gaskets to demon- 
strate “metallized” advantages, if re- 
quests are made on company letter- 
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heads. Primary buying officials to 
be contacted in introducing this prod- 
uct are chief engineer and purchas- 
ing agent.—Goetze Gasket & Pack- 
ing Co., New Brunswick, N. J.— 
MILL SuppLiges, December, 1938. 


Strainer 


The latest addition to this com- 
pany’s products are self cleaning 
strainers which are of alloy cast iron 
with a stainless steel strainer ele- 
ment. They are designed for strain- 
ing gases or liquids on pressures up 
to 250 lb. at 450 deg. F. Where tem- 
peratures do not exceed 250 deg. F., 
the strainers are satisfactory for use 
on pressures up to 300 lb. Strainers 
may be used on pressure regulator 
valves, and metering devices; liquids 
and gas lines; steam traps and air 
tools; spray heads and oil burners; 
solvent stells and temperature regu- 
lating valves. They are easy to in- 
stall and clean themselves when 
blow-down valve is used or when 
pipe plug is removed. Primary buy- 
ing officials to be contacted in in- 
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troducing this product are chief en- 
gineer, superintendent, and purchas- 
ing agent.— V. D. Anderson Co., 
Cleveland, Ohio.—M1iLL SvUPPLiIEs, 
December, 1938. 


Air Compressor 





To fill the requirements of a special 
field, Worthington Pump has devel- 
oped a portable air compressor with 
power take-off drive. Consisting 
essentially of a compressor driven 
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"Red Economy, Moni? 


RUST-OLEUM 


Must be a good 
Money Maker! 
LOOK AT THIS LIST 
OF DISTRIBUTORS — 





Grinnell Co., St. Louies Atlanta 
A. Baldwin & Co., L New srevene 
McGowin-Lyons Nowe _ Mobile 


Mill & Mine Supply, my Angeles; 
San Francisco; Fresno 


Crerar, Adam cago 
Loutevitie mill Sunpiy, L Louisvil 
industrial Supply erre Haute 
Buford B si Nashville, ‘a 

oe a ty Ome g 


a. 
Standard Gtase a Paint oe . i 








J._F. Hargrave, Ltd., Wellington, New 
Zealand and others 





We are proud of the above list of 
distributors of RUST-OLEUM. That 
these people sell RUST-OLEUM is in 
itself a recommendation for you to 
get with this profitable line — this 
miracle paint of many uses. Letters 
from users all over the world attest 
to the excellent quality and satisfac- 
tory performance of this scientific 
achievement — RUST-OLEUM paint. 
It is a rust preventative and decorative 
paint—all in one coat. You can spray, 
dip, or brush it on. 

There is no end to the uses of this 
“miracle” paint and it comes in all 
colors — aluminum included. Water- 
proof —airproof—rustproof. One coat 
does the work of two coats of ordinary 
paint and lasts two to three times 
longer. Dries within 6 or 8 hours. 
Will arrest and prevent corrosion. 
Your customers get “gallons of econ- 
omy” and pay no more per gallon 
than for any high grade paint. 
Industrial users have cut their paint 
bills as much as half with RUST- 
OLEUM. Convince yourself of the 
merits of RUST-OLEUM — write us 


for more detailed information. 


Rust-Oleum Corporation 


1928-32 W. Grand Avenue 
CHICAGO, ILL. 





Cragecn. Thomas iron Co., Mem phis . 
Pacific 











through a “Multi-V-Drive” by a 
“hercules” drive unit installed be- 
tween the truck transmission and the 
front universal joint of the propeller 
shaft, the new unit combines maxi- 
mum portability with utilization of 
a minimum of truck pay-load space. 
The compressor is the three-cylinder 
two-stage radial air-cooled type used 
on the standard Worthington por- 
table mountings, and includes many 
modern features of construction: the 
improved feather valve, ring-type 
fins, large sectional type intercooler, 
articulated connecting rods, force- 
feed lubrication, and by-pass unload- 
ing. Primary buying officials to be 
contacted in introducing this product 
are chief engineer, superintendent 
and purchasing agent.—Worthing- 
ton Pump & Machinery Co., Harri- 
son, N. J.—MILL Suppuiies, Decem- 
ber, 1938. 


Universal Tap 





A new universal type combination 
tee, parallel tap is being offered to 
the industrial field. The fitting in 
three body sizes, takes any type of 
wire cable or tubing from 1/0 to 500 
mcm. and No. 14 to 4 on the branch. 
The tap is of one-piece construction 
with no loose parts. The tap is only 


slightly larger than the cable, over | 


insulation and therefore can be 
quickly and neatly taped. It is cast 
of high conductivity copper alloy 
and is approved by the Underwrit- 
ers’ Laboratories. Primary buying 
officials to be contacted in introduc- 
ing this product are superintendent, 
chief engineer, master mechanic and 
purchasing agent.—Thomas & Betts 
Co., Elizabeth, N. J.—MrLui Sup- 
PLIES, December, 1938. 


Safety Saw 


A new heavy duty safety saw has 
just been placed on the market. It 
will cut straight through 23-in. lum- 
ber and bevel cuts up to 275 in. at 
45 deg. It is compact, has plenty 
of power for continuous operation 
and is fully equipped with approved 
safety features. The duplex handle 
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SAC 


TAPES 


if it has a 
“RED END” 


If you want to get real turn- 
over, you'll find no other 
quality folding wood rule to 
beat a Lufkin "RED END.” 
Everyone likes the way they 
feel, likes the smooth-working, 
rust-proof brass spring joints 
and strike-plates that prevent 
wear on markings. 


Write for Catalog No. 12 


OF K/N 


sINAW, MICHIGAN 


RULES 








PRECISION TOOLS 
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IF IT'S AN AUTOMATIC 


VALVE SPECIALTY 





—DAVIS 


makes it! 


A-aA« Vents, Altitude Valves. 
B-2elancea Valves. Back Pressure 
Valves. Butterfly Valves. 
C—Ccheck Valves. Controllers. 
D—Damper Regulators. 
E —£xhaust Relief Valves. 
F —Fieat Boxes. Float Valves. 


G-—Gas Regulators. Governors for 





pumps. 
H —#yvaraulically Operated Control 
Valves. 
—Int 1 Cushi aA Check 
Valves. 


L —tiauia Level Controllers. 
M —Motor Operated Valves. 
N —Non-return Valves. 
© —0ren Tank Float Valves. 
—Pressure Regulators.’ Pump 


Governors. Pilot Valves. 


R —Beliet Valves. Reducing 
Valves. 


S —Strainers. Solenoid Valves. Stop 
and Check Valves. Steam Traps. 
T —turbine Bleeder Non-return Valves. 
VY —Vacuum Relief Valves. 


W —water Pressure Regulators. 


4 —Y-type Strainers. 











Every Industrial Distributor 
Should Have This Book! 


This binder contains latest Davis bulle- 
tins illustrating and describing over 
sixty Davis specialties. Ask for a copy. 


DAVIS REGULATOR CO., 2544 58. 
Washtenaw Ave., Chicago, II. 

















makes the W8 saw 2asy to handle in 
any position. Switch can be oper- 
ated independently by either of two 
triggers located on the handle. A 
simple wing nut adjustment controls 
depth of cut. Housing is heat-treat- 
ed aluminum alloy. Gears are heavy 
duty ground heat-treated alloy steel 
worm and an over-size bronze worm 
wheel running in a large grease 
chamber, assures constant lubrica- 
tion and smooth operation. Primary 
buying officials to be contacted in in- 
troducing this product are plant 
manager, superintendent and pur- 
chasing agent.—Stanley Electric 
Tool Division, New Britain, Conn.— 
MILL SuppLies, December, 1938. 


Current Tester 


“tor sue mOLOED 


veuow 
.eao 





TEST TOS 


“Tattelite” pocket-size testers “tell- 
the-tale” to electricians, line men, 
radio and refrigeration service men, 
and electrical maintenance workers. 
They test for live or open circuits, 
blown fuses, defective condensers 
and resistors, tell whether current is 
a.c. or d.c., indicate grounded lines, 
and approximate voltage. “Tatte- 
lites” utilize a very small neon bulb. 
It is housed in an injection molded 
case with a limiting resistor in series. 
It can thus never “blow up” like 
ordinary test lamps. Test tips are 
insulated to prevent shorts in test- 
ing. Primary buying officials to be 
contacted in introducing this product 
are superintendent, plant manager 
and purchasing agent.—Littlefuse 
Laboratories, Inc., 5238 Lincoln Ave., 
Chicago.—MILL SupPuies, December, 
1938. 


Telescopic Stacker 


A new type of telescopic stacker 
equipped with a retractable revolv- 
ing base has been placed on the mar- 
ket. The base construction of this 
new portable elevator includes re- 
tractable travel wheels and a circu- 
lar plate which supports four rotat- 
ing wheels mounted in a stationary 
position in the base. The elevator 
raay be moved along the floor with 
its regular travel wheels to any 
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given position. The stacker will lift 
a load of 1500 lb. and platform may 
be lowered to within 84% in. of the 
floor or raised to 133 in. The tele- 
scopic frame used in the vertical as- 
sembly measures 13 ft. 7 in., in 
overall height. When collapsed it 
has an overall height of 8 ft. 2% in., 
which would allow the stacker to be 
moved under low ceiling projections. 
Wheels and sheaves are equipped 
with roller bearings and carriage 
guide wheels are equipped with 
needle bearings. Pressure lubrica- 
tion is provided. The worm-driven 
power unit is ball bearing. Safety 
devices include a thermal overload 
switch, a solenoid which applies the 
carriage brake automatically when 
the power is off, a slack-cable switch 
and a limit stop switch. Primary 
buying officials to be contacted in in- 
troducing this product are plant 
manager, superintendent and pur- 


_ chasing agent. The Lewis-Shepard 


Sales Corp., Watertown, Mass.— 
MILL SupPPLIES, December, 1938. 


Steel Casters 





This all steel caster series was de- 
signed for those who prefer a steel 
caster. It will stand the strain of 
heavy loads and shocks. The caster 
has hardened steel ball races that 
not only permit the caster to swivel 
with frictionless ease but absorb side 
shocks and relieve shearing strain on 
the king bolt. The heavy steel king 
bolt is held securely in place with a 
cotter pin that cannot come loose. It 
is pressure lubricated throughout. 
The hardened and ground sleeve 
assures true bearing surface for 
hardened and ground Hyatt roller 
bearings with heat-treated outer 
raceways. Primary buying officials 
to be contacted in introducing this 
product are plant manager, superin- 
tendent and purchasing agent.— 
Bond Foundry & Machine Co., Man- 
heim, Pa.—MILL Suppiies, Decem- 
ber, 1938. 





Magnetic Switch 


A new a-c magnetic switch 
(CR7006-D51) has been developed 
for full-voltage starting of single, 
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two, and three-phase motors. While 
it is small and compact, it has been 
designed in full accordance with 
established standards of electrical 
clearances, mechanical strength, and 
ratings. Its principal features, in 
addition to its small physical dimen- 
sions, are its conservative electrical 
design, long mechanical] life, and low 
maintenance costs over a long period 
of time. Basically, the switch con- 
sists of a line contactor, with inter- 
lock to provide undervoltage protec- 
tion, and two isothermic temperature 
overload relays to protect the motor 
against over-heating. These elements 
are mounted in a general-purpose 
sheet-steel enclosing case. The open- 
type switch is furnished with a rigid 
mounting plate to permit easy 
mounting on either an insulating or 
a conducting panel. Primary buying 
officials to be contacted in introduc- 
ing this product are chief engi- 
neer, superintendent and purchasing 
agent.—General Electric Co., Sche- 
nectady, N. Y.—MILL SupPLigs, De- 
cember, 1938. 


Air Turbine Grinder 





In to the realm of higher spindle 
speeds and greater power comes a 
new air turbine grinder. Designed 
for continuous duty at 75,000 rpm, 
the new tool has an actual rating of 
1/6 hp., although it weighs only 12 
oz. This new grinder, called the B-1, 
is designed for two purposes: (1) as 
a tool for exceptionally rapid and 
smooth tool and die grinding and (2) 
as a marking tool for writing in all 
types of metals, plastics, glass, 
procelain and other materials. The 
B-1 grinder operates with equal ef- 
ficiency in any position, may be 
mounted into a lathe tool post holder 
for internal grinding or held in place 
in a vise for tool resharpening. It is 
equipped with precision ball bear- 
ings, is automatically lubricated and 
uses expanded exhaust air as a cool- 
ant. It has a milled turbine rotor of 
high efficiency. The housing is of 
textile bakelite with aluminum bear- 
ing housing. Primary buying offi- 
cials to be contacted in introducing 
this product are plant manager, su- 
perintendent and purchasing agent. 
—Onsrud Machine Works, Inc., 3900 
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Universat Vo Steel Put 








te When your customers can "epee | see and examine Maurey Steel 


V-Pulleys your selling is naturally made easier. Put this display board 
in a prominent place on your counter or in your window. Display 
boards are fended with an assortment of best selling sizes. Boards 
furnished for either A or B section pulleys. Wire for complete 
information. 


Pulleys are finished in aluminum lacquer, neatly boxed in strong car- 
tons. They are strong with heavy hubs of malleable iron or steel, run 
true, and give long, trouble-free service, and cost no more than ordi- 
nary types. Get one of these attractive Display Boards and see for 
yourself that it makes selling easier. 


MAUREY MANUFACTURING CORP. 


2907-15 S. WABASH AVENUE, CHICAGO, ILLINOIS 

















N. other catalog ever 


issued in the bronze bear- 

ing industry created the in- 

terest and enthusiasm which have 

followed distribution of Bunting’s new No. 39. 

Mill supply wholesalers in a position to deliver Bunting bearings and 

bearing metals find this catalog to be a cooperative sales force of definite 

value and constant application .. . The Bunting Brass & Bronze Company, 
Toledo, Ohio . . . Warehouses in All Principal Cities. 
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CHICAGO 


HAMMERS 


























CHICAGO RAWHIDE MFG., CO. 


1290 Elston Avenue, Chicago 











Palmer St., Chicago—Mm. Suvup- 
PLIES, December, 1938. 


Cargo Packer 


Another application of hydraulic 
power to industrial problems is to be 
found in the new cargo packer just 
recently announced. This machine 
was developed to provide a practical 
means of tightly packing bricks and 
other small merchandise into box 
cars, thereby eliminating the fre- 
quent heavy loss incurred by the 
merchandise shifting in transit be- 
cause of not being properly blocked. 
With some modification, the equip- 
ment is also applicable to a variety 
of other uses. The unit consists es- 
sentially of an electric motor, pres- 
sure pump and two hydraulic cylin- 
ders, mounted within a_ box-like 
structural steel frame. To make the 
unit easily portable, as well as free 
wheeling for the proper transmission 
of pressure, the entire equipment is 
mounted on heavy steel casters. Cur- 
rent for the motor is supplied by a 
flexible cable which connects to an 
ordinary electric outlet. The ma- 
chine is simple in application. After 
it has been placed between two piles 
of merchandise, balks are placed be- 
tween the rams of the two cylinders 
for even distribution of pressure and 
the electric motor turned on. As the 
hydraulic plunger goes into action 
the “free wheeling” equipment 
quickly goes into position in order 
that pressure is evenly distributed 
at both ends of the car. Primary 
buying officials to be contacted in in- 
troducing this product are superin- 
tendent, plant manager and purchas- 
ing agent.—Denison Engineering 
Co., Columbus, Ohio.—MILL Svup- 
PLIES, December, 1938. 


Respirator 





A new, rubber constructed respira- 
tor has just been perfected to protect 
the lungs of those who must work 
where injurious gases and fumes 
prevail. It is a twin filter type respi- 
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rator equipped with twin cartridges 
of special charcoal for organic va- 
pors, soda lime for acid gases, etc. 
Cartridges are easily removable and 
quickly replaced by new ones when- 
ever desired. Air filter apertures 
have been placed back at cheek loca- 
tion for perfect distribution of its 
exceptionally light weight. Exhala- 
tion valve has been located close to 
mouth for positive elimination of 
breathed air. Face piece is of soft 
rubber that makes an air-tight fit. A 
face cloth is provided both for com- 
fort and as a safeguard against der- 
mititus. The trade name is “Dupor” 
No. 10. Primary buying officials to 
be contacted in introducing this prod- 
are chief engineer, superintendent 
and purchasing agent.—H. S. Cover, 
South Bend, Ind.—MILL SUPPLIEs, 
December, 1938. 


Sockets 





This firm has announced the addi- 
tion of three new lines of bantam 
sockets to their “Supersocket” 
wrench line. The new lines include 
extra deep 12-point sockets 2 to 24 
in. long, in six sizes, with openings 
vs to 2 in.; extra deep 8-point sockets 
14-in. long, in four sizes, with open- 
ings ys to % in., and universal 12- 
point sockets in four sizes with open- 
ings ys to § in. All the above bantam 
sockets are designed for use with 
ratchets and other handles fitted 
with #-in. square drive, and have 
thin walls for operation in close and 
awkward places. The universal 
sockets are very short and compact 
in design. They operate through a 
range of 180 deg. and are fitted with 
spring tension to maintain desired 
angle when applying socket to the 
job. Williams’ “Supersockets” are 
made from a superior grade of high 
tensile steel and heat-treated in elec- 
tric furnaces for maximum tough- 
ness and strength. Primary buying 
official to be contacted in introduc- 
ing this product are superintendent, 
master mechanic and purchasing 
agent—J. H. Williams Co. 75 
Spring St., New York Cty.—MILL 
Supp.ies, December, 1938. 


Outstanding offering in the 1939 
garden hose line recently announced 
is the new and improved garden club 
hose. Said to be the lightest high 
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The line that SELLS 
Safety Equipment 


Why is it that “safety conscious” salesmen 
are getting more business on the CESCO 
line? There are three reasons: First: 
here’s a line that meets a wide range of 
industrial safety requirements: Second: it 
has wide acceptance and a dominating 
advertising background; Third: the CESCO 
line is one on which the Industrial Dis- 
tributor can make some money. 


CHICAGO EYE SHIELD COMPANY 


2329 Warren Bivd. Chicago, Ill. 














COLLIS 





MAGIC TYPE CHUCKS 
AND COLLETS 











Made from good 
grade of steel, hard- 
ened and _ ground. 
Easy to operate 





Also manufacturers of drill sleeves 
and sockets, lathe centers, chuck 
arbors, drill drifts. We are pre 
pared to handle all regular and 
special requirements of your cus- 
tomers. 








THE COLLIS COMPANY 
CLINTON, IOWA 

















grade garden hose on the market, 
garden club offers a combination of 
features that make for increased 


strength and durability with mini- | 


mum bulk and weight. High burst 
resistance and unusual flexibility are 
obtained through a patented loop 
method of cord reinforcement. A 
new tube compound of greater tensile 
strength makes for increased resist- 
ance to kinking. The cover, contain- 
ing the finest of rubber compounds, 
will remain permanently glossy and 
flexible and won’t harden, blister, or 
flake off in years of exposure. Gar- 
den Club Hose is offered in three 
attractive colors—black, green, and 
steel-blue. Primary buying officials 
to be contacted in introducing this 
product are plant manager, superin- 
tendent, and purchasing agent.— 
B. F. Goodrich Co., Akron, Ohio.— 
MILL SUPPLIES, December, 1938. 


Pedestal Grinder 





The “Cadet” 12” ball bearing ped- 
estal grinder was developed to meet 
the need for a low-priced tool. This 
machine is ball bearing equipped and 
has capacity for 12 by 2 in. face 
grinding wheels. The emery wheel 
guards are of the safety type. being 
enclosed and adjustable to the wear 
of the wheels. Each guard has ex- 
haust outlet, adjustable spark 
breaker and tool rest. Available for 
alternating current only, equipment 
includes three-pole toggle switch and 
water pot. Primary buying officials 
to be contacted in introducing this 
product are chief engineer, master 
mechanic and purchasing agent.— 
Standard Electrical Tool Co., Cin- 
cinnati, Ohio.—MILL Supp.igs, De- 
cember, 1938. 


Stacking Boxes 


An improved construction that 
greatly increases the effective life of 
steel stacking boxes and stack units 
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MORE THAN 


000,000 


More than a million and a quar- 
ter tool users a year read the 
“Greenfield” story in the country's 
leading industrial magazines. It is 
this consistent advertising year 
after year that has made it easier 
and more profitable for mill supply 
owners to sell “Greenfield” tools. 
The evidence? More distributors 
handle “Greentield” tools than all 
other lines combined. Make your 
business permanently profitable 
with “Greenfield.” 


GREENFIELD TAP & DIE CORP. 
Greenfield, Mass. 
Detroit Plant: 2102 West Fort St. 
Warehouses in New York, Chicago, Los Angeles 
and San Francisco 


In Gussie, Greenfield Tap & Die Supe 
Canada, Ltd., Galt, 


GREENFIELD 









-and you can 


sell more IMPERIAL 
tube working tools 


HE rapid increase in the use of tubing .. . 

copper, aluminum, steel, Shelby, Bundy, 
Bundy Weld, Everdur or Monel . . . has brought 
about an insistent demand for better tube 
couplings and better connection practice. 


Imperial has come through on both counts. 
In the wide variety of Imperial fittings you 
can give your customer exactly what is 
needed for the tubing connection job .. . Hi- 
Duty, compression, S.A.E. flare, inverted flare 
and solder fittings. And you can give him ex- 
actly the right kind of tube working tools for 
cutting, flaring, bending, coiling, pinch-off and 
swedging that will turn out a tight job without 
injuring the tubing. 

Are you cashing in on this rapidly growing 
use of tubing? There is a good profit in the 
fittings and a good profit in the tools. A great 
many supply men have built a nice volume 
on these Imperial items. Why not check up 
the possibilities of increasing your sales. 


THE IMPERIAL BRASS MFG. CO. 
511 S. Racine Avenue, Chicago, Ill. 


@ You will be interested in two 
new Imperial booklets ‘Useful 




















formation on Brass Fittings” and 
“Don't Struggle with Tubing 
Work." These booklets 


will bring you up to 
date on the present 
practice in tubing work 
and these booklets will 
also be imprinted for 
you if you decide to go 
after the business more 
intensively in your ter- 
ritory. 


Write for 
your copies 


IMPERIAL ising. 


B ss FITTINGS 


~\ IMPERIAL 


fittings and Service Tools 
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for parts handling and storage, has 
just been announced. The new im- 
provement is in the reinforcement 
for the corners, the most vulnerable 
part of any box and the part most 
affecting its serviceability. The new 
reinforcements are 12 gauge drawn 
steel pieces, in angle form, which 
are locked and welded in position 


under the hem at the top corners of | 


the boxes. The stack unit has an- 
other new design feature in the con- 
struction of the bin-type front. Now 
the front rim angle and the two front 
corner reinforcements are formed 
from a single 10 gauge piece. The 
rim is spotwelded to the sides and 
gas welded to the bin opening, defi- 
nitely making the bin front an in- 
tegral part of the unit. Primary 
buying officials to be contacted in in- 
troducing this product are plant 
manager, superintendent and pur- 
chasing agent.—All-steel Equip Co., 
Aurora, I]l.—MILu Suppuies, Decem- 
ber, 1938. 


Welder 


A combination are and spot welder 
is the latest addition to this firm’s 
present line of arc welders. 
welder is built into their regular No. 
2, and No. 3 welders, with capacities 
of 165 amperes for the No. 2 and 220 
amperes for the No. 3. These units 








The spot | 


are designed to provide arc welders | 


of ample capacity to handle elec- 
trodes from 
heat controls, enabling the operator 
to weld from the lightest to the 
heaviest metal, and with the addi- 
tion of the spot welder will handle 
all sheet metal work. The spot welder 
itself has a number of heat controls 
for different thicknesses of metal. 
Special spot welding tongs, shown 
with the welder, are made in differ- 
ent styles to handle individual appli- 
cations. 


Primary buying officials to | 


+ to 4 in., and have 32 | 


be contacted in introducing this prod- | 
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Easy to sell because high spindle speeds 
demand them. 


Vibration eliminated because of the uni- 
form, endless woven construction. 


Slippage eliminated with GLOBE’S special 
treatments. 

Widely used on such high speed tools as 
grinders, drill presses, and wood work- 
ing machines. Also on packaging machines, 


textile machinery and many special ma- 
chines. 


SEND FOR FULL DETAILS ON GLOBE 


Specially - Made - for - the - Purpose 


BELTING and WEBBING PRODUCTS 


GLOBE WOVEN BELTING 


Company, Inc. 


1400 Clinton St. Buffalo; N. Y 








THE 


LINE 
Ss P UR ST 


Furnished for all 
types and makes 
of Car Movers. 
Made of fine 
tool steel cor- 
rectly heat 
treated. 





Car Movers for Every Need 





POWER KING 
for heavy duty ‘in’ mines and cement mills 
NEW BADGER NO. 5 
for usual and ordinary “car moving jobs 
BADGER NO. 9 
for cars with low brake beams—efficient for 
usual car spotting 
ADVANCE SAFETY CAR WRENCH . 
for dumping hopper bottom cars 








Foe 
The Advance Car Mover Co., Inc. 


Appleton Wisconsin 
CANADIAN ADVANCE CAR MOVER CO, 
WELLAND, ONTARIO, CANADA 























his One 


DIDN T 


@ FISHERMEN are the world’s longest-armed men, particularly when 
they’re describing the fish that got away. Alongside their stories, their 
actual catches look pretty puny. 


The men who really catch the big ones use every resource in equipment 
and technique. 


You see their pictures, too, but in contrast to the bare hand above, they 
usually have the finest of rods and tackle. 


In selling, likewise, to win the big buyers, you need full equipment. One 
vital element in selling metal-working, your largest market, is American 
Machinist, which is read consistently by key buyers. 


When a manufacturer whom you represent puts his advertising in 
American Machinist, he has given you the finest available sales support. 
American Machinist has the largest paid circulation (by several thousand) 
of any metal-working publication—1600 more even than its own 1929 


peak, and it all goes to production and management men. It can help you 
get more business. 


A McGraw-Hill Publication 330 W. 42nd St., New York, N. Y. 


MERIC 4 MAcInUsT 
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MORGAN VISES 
..... Worth 


Investigation! 





STATIONARY JAW AND 
STATIONARY BASE 


@ The line that is fully guaranteed— 


@ The line that has 30 years’ of pains- 
taking manufacture to recommend 
it— 


@ The line that your customers will 
demand once you sell them— 


@ The line that is complete for any 
need— 


MORGAN VISES! 
. 


MORGAN VISE COMPANY 


108-112 N. Jefferson St., Chicago, lil. 











FILES 


BEARING THIS MARK 





STAY SOLD 





More than 2500 shapes, 
cuts and sizes enables 
one to select the exact 
type of file for the job. 
The uniform size, shape 
and cut, in addition to 
the uniform hardness 
and the high quality of 
American Swiss Pat- 
tern Files, assure longer 
file usage and better 
work. 





American Swiss File and Tool Co. 
ELIZABETH, N. J. 
Mechanics’ Hand Tools and Knurls 
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uct are superintendent, chief engi- 
neer and purchasing agent.—Miller 
Electric Mfg. Co., Appleton, Wis.— 
MILL SuppPiiges, December, 1938. 


Fuse Puller 


A new line of fuse pullers has just 
been introduced for pulling and re- 
placing fuses, adjusting switch and 
cutout clips, avoiding dangers of 
shocks, burns, infections, etc., wher- 
ever live electrical parts are being 
handled. The fuse puller is made of 
highly polished bakelite. All metal 
parts are cadmium plated. It is made 
in two sizes. Style No. 123 has a 
handy screw and cap driver. The 
center pin or pivot is designed with 
a screw driver projection on the 
head. When renewing ferrule type 
fuses 0 to 60 amperes, both 250 or 
600 volts, the screw driver is handy 
to loosen or tighten the end screws 
or caps. Primary buying officials to 
be contacted in introducing this prod- 
uct are superintendent, plant man- 
ager and master mechanic.—Trico 
Fuse Mfg. Co., Milwaukee, Wis.— 
MILL SupPLiEs, December, 1938. 


Tool Post Grinders 





These new machines have several 
advanced features such as precision 
ball bearings throughout, mounted in 
accurately ground housings; commu- 
tating type repulsion induction mo- 
tors for single phase service; double 
lock nuts throughout, permits rotat- 
ing operating machine in either 
direction of rotation with safety; 
heavy spindles; large wheel arbors, 
square thread feed screw, and ex- 
ternal cable connector. These grind- 
ers are designed to be attached to 
the tool post of a lathe, the vise of 
a milling machine, etc. Primary buy- 
ing officials to be contacted in intro- 
ducing this product are chief engi- 
neer, purchasing agent, and master 
mechanic.—The Hisey-Wolf Machine 
Co., Cincinnati, Ohio—MILL Sup- 
PLIES, December, 1938. 
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(4F, TORCHES 





No. 832A QUART SIZE 
THE MECHANIC’S FAVORITE FOR 
THREE GENERATIONS. 


OTHER C & L TORCHES 
No. 99 Pint Size—Midget Flame for 
small size copper tubing work. 
No. 252 Flat Pint Tool Kit Torch. 
No. 308 Quart Size—With sub-flame 
for extremely cold or windy weather. 
No. 325 Quart Size—For heavy duty. 
No. 225 Two Quart Size—Heavy duty 


burner. 
CLAYTON & LAMBERT 
DETROIT MICHIGAN 














FROM STOCK FOR 
EMERGENCY OR 
REGULAR ORDERS 


Harris can ship, immediately, any 
type of float needed. Especially 
in emergencies you must have a 
manufacturer who makes all types 
—that’s HARRIS! 


We make floats in copper—steel— 
stainless steel — aluminum — nickel 
—tin—galvanized iron and Monel. 
4” to 12” diameter, copper and 
stainless steel for open tank and 
25, 50, 100, and 150 Ibs. pressure 
carried in stock. Be sure to specify 
pressure and spud connection when 
ordering. 


ARTHUR HARRIS & CO. 
210—218 N. ABERDEEN ST. 
(formerly Curtis St.) 
CHICAGO, ILLINOIS 
Est. 1884 
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More for Your Money 
in TRIPLEX Carriage Bolts—they 


save you returns and complaints. 
True squared under the head, faultless 
cut or rolled threads, electric heat- 
treated. Equipped with high tensile nuts. Quick 
shipping service from our large stock. Sell Triplex 
for wise all-the-way profits. Write today for samples 
and prices. 


The Triplex Screw Company 
5307 Grant Avenue Cleveland, Ohio 


ERIPLEX 


AND SET SCREWS, BOLTS AND NUTS 
Millions Sold — Used in Every Industry 


COMPLETE LINE 


For All 
Requirements 




















SHORT PATTERN 
(Outside and 
Inside type) 





Sherman 
Fusible 
Plugs are 
correctly 
made to 
all latest 





es LONG PATTERN 
specifica- ( Waterside Type) 


tions, such =. 
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A.S.M.E. 

MARINE SERVICE 
MASS. STANDARD 
A.P.1. 

Up to date and 
properly priced 


* LONG PATTERN 
( Fireside Type) 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICH. 
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GLASS SANDING—In this little 
folder is complete information on the 
new “Speed-Wet Durite Cloth’, a 
resinized, waterproof abrasive mate- 
rial with which water may be used, 
eliminating the dust hazard. Brightly 
done in two colors, the folder is most 
attractive.—Behr Manning, Troy, 
NN. . 


DIESEL—A new 40-page bulletin on 
Type “S” diesel engines has just 
been published. The machine is a 
heavy-duty, continuous service, com- 
pact engine for stationary or marine- 
electric application. It is a four- 
cycle, single acting, solid-injection 
engine of the modern enclosed type 
having complete force-feed lubrica- 
tion, wet liners, shell bearings and 
other refinements.—/ngersoll-Rand 
Co., Phillipsburg, N. J. 


BEARINGS—In this new 64-page 
catalog can be found complete infor- 
mation on this firm’s line of thrust 
bearings, ball bearing sheaves, ball 
bearing casters, conveyor trolley 
wheels and several other type bear- 
ings and accessories. Diagrams, ap- 
plication pictures, tables and com- 
plete engineering data can be found 
in the newest catalog.—Nice Ball 
Bearing Co., Nicetown, Philadelphia. 


BUFFERS AND GRINDERS—A new 
circular, bulletin 104, fully illus- 
trates and describes this company’s 
new line of “Cadet” buffers and 
grinders.—The Standard Electrical 
Tool Co., Cincinnati, Ohio. 


STAINLESS STEELS—Here is a new 
sales guide to stainless and corro- 
sion-resisting steels. Applications by 
industries show a wide variety of 
uses for stainless steels. Analysis 
furnished by the Iron and Steel In- 
stitute of standard type numbers of 
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floats 


The Load is always Centered 





on the chrome 
molybdenum 


Ball 






The 11° float of the Dgpp. Forged, 
heat treated, steel Cap proda< es Self 
Leveling or Alignimenfof the load. 


The centralized Ball definitely 
1. Reduces friction 88% 
2. Increases lifting capacity 

3. Eliminates twisting_or creeping 

4. Reduces man hours> 


Manufactured exclusivel by 


Templeton, Kenly, & Co. fis Chicago 
Bulletins cheeffully furnished 


Stocked by Jobbers in every City im the United 
States, Canada and innumerable foreign countries 


Another Dependable 


Simplex Jack 





THESE PRODUCTS ARE 


known by the 


custometzs 


th ey kee f 





Because Victor Belting is 
stronger, more durable, and 
thoroughly dependable, your 
customers will ask for and buy 
Victor Products... and stay 
sold on their performance and 
low over-all cost. 


So when you need balafa 
or textile belting for trans- 
mission, conveying, or ele- 
vating, order from Victor's 
“most complete line of textile 
belting in the country.” 


ate cel BALATA & TEXTILE 
BELTING COMPANY 
53 Park Place New York 


345 West Hubbard Street Chicago 
FACTORY: Easton, Pennsylvania 
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LOOSE PULLEYS 


PROFITS for you 
SAVINGS for users 


Simple in construction 
Bearings are dustproof 

Save time in oiling 

Save cost of lubricant 

Save replacement costs 

Sell these established pulleys 
Make money 

Build up a profitable pulley 
business 

Write for catalog 


CHICAGO PULLEY & 


SHAFTING CO. 


21 N. Des Plaines St CHICACO, ILL 











ROBBINS & MYERS 





ELECTRIC HOISTS 


CRANES { b 
CHAIN HOISTS 
TROLLEYS -« 


Write for our new “Bulletin 6161." It's 
full of hoist and crane information 
and model installations. 


ROBBINS & MYERS, Inc. 


HOIST & CRANE DIVISION 


SPRINGFIELD, OHIO 


FANS * MOTORS ¢ HOISTS © CRANES 


Founded 1878 


WINCHES 
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steels is given together with other 
technical and engineering data.— 
Alloy Steel Products Co., Linden, 
N. J. 


CRANE LABORATORIES—In this 
47-page book the story of the Crane 
Co.’s research laboratories is told in 
both pictures and words. The reader 
is taken through each department of 
the Crane company’s extensive labo- 
ratories where the work of each di- 
vision is interestingly told.—Crane 
Co., 886 South Michigan Ave., Chi- 
cago. 


MODERN FASTENING DEVICES— 
This new 68-page booklet tells the 
complete story of the firm’s self-tap- 
ping screws, and other fastening de- 
vices. The many pictures and the 
pleasing color make the catalog of 
outstanding interest to all in the 
industrial supply field. It serves well 
as a sales manual and is complete 
with engineernig data as _ well.— 
Parker-Kalon Corp., 200 Varick St., 
New York City. 


WIRE ROPE—With this most un- 
usual catalog, Jones & Laughlin an- 
nounces the completion of its latest 
unit, the Gilmore Wire Rope Division 
at Muncy, Pa. No amount of effort 
has been spared in preparing this 
catalog and it is indeed unusual. 
Spectacular pictures show various 
parts of the plant in full operation. 
—Gilmore Wire Rope Division, Jones 
& Laughlin Steel Corp., Pittsburgh, 
Pa. 


ELECTRIC HOIST—Here are de- 
scriptive specifications of this firm’s 
new “Cable King”, a wire rope elec- 
tric hoist. Standard models of the 
new hoist are shown together with 
a cut-away illustration showing its 
many features.—Yale & Towne Mfg. 
Co., Philadelphia. 


SMALL TOOLS—Here is the newest 
catalog on small tools issued by this 
firm. Designated catalog No. 33, the 
book contains up-to-date listings of 
small tools, cutters, screw machine 
tools, arbors, collets and miscellane- 
ous shop equipment. Tables, data 
and other valuable information are 
also included in its pages.—Brown 
& Sharpe Mfg. Co., Providence, R. I. 


VARIABLE SPEED TRANSMISSION— 
Opening up with a description and 
illustrations of its “Select-O-Speed” 
transmission, this very large bulletin 
pictures and describes many of the 
newer products manufactured. Done 
in two colors, it is crammed with all 
types of product data on electrical 
equipment.—/deal Commutator Dres- 
ser Co., Peoria, Ill. 


ROTARY DRILL— Descriptive litera- 
ture recently issued by this company 
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DESMOND 


GRINDING WHEEL 
DRESSERS & CUTTERS 





We manufacture the only com- 
plete line of Dressers and Cut- 
ters to enable you to serve 
your customers’ entire wheel 
dressing requirements. 


Write today for complete new 
catalog and discount sheet on 
this widely used line that has a 
rapid turnover and a good 
profit margin. 


Desmond-Stephan Mfg. Co. 
Urbana, Ohio 
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—~—O eas c> aa § | 
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have the blue aligning card that locks 
hooks in position—prevents hook loss from 
handling—prevents waste of short card 
ends. 
Only ARMSTRONG-BRAY has a com- 
plete line with both WIREGRIP Belt 
Hooks and STEELGRIP Flexible Lacin 
(for heavy drives and conveyor belts} 
as well as couplings and hooks for round 
belting, and lacing machines (vise and 
bench types). 
Here is a line that misses no sales, that 
includes the correct lacing for every job. 
Here is quality that assures complete 
satisfaction and repeat business. It's the 
logical line to carry. 
ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 


310 Loomis Ave. 
Chicago, U. S. A. 


Write for new 
catalog sheets 














This new blade type 


RIFEEIbD 
cutter wheel 
aSSUres YOu 


quick, clean 


low cost pipe cutting 


@ It has order-getting ad- 
vantages. Like the blade 
of a good knife, this 
RIGQID cutter wheel 
blade is made of fine tool 
steel—for more cutting 
power and stamina. It's 
coined out, hammered, 
heat-treated and cast into 
a solid hub. Many more 
cuts per wheel, practically 
no burr... And thousands 
of users will tel! you that 
this steel reinforced cutter 
always cuts true, twirls 
easily to size. Your cus- 
tomers all want speedier better work and 
less cutter wheel expense—so sell them 


RIBBiD Cutters. 


THE RIDGE TOOL CO., ELYRIA, 0. 





RikIb 











tells the complete story of a new 
electric rotary drill for use in tile, 
slate, stone, concrete, brick and simi- 
lar materials. Also included is a 
price list and the features of the 
drill.— Paine Co., 2947 Carroll Ave., 
Chicago. 


POWER TOOLS—Here is the new 
1939 catalog showing this firm’s full 
line of power tools. Introduced in 
this catalog are two 14-in. band saws 
and a completely revised line of flex- 
ible shafting. Each unit is pictured 
and complete data is given on all 
products.— Walker-Turner Co., 
Plainfield, N. J. 


RUBBER HOSE—A compact data 
book containing valuable informa- 
tion on the selection, care and use of 
industrial rubber hose, has just been 
published. This new hose data book 
lists nearly sixty types of rubber 
hose used by industry today; defines 
fundamental terms and_ explains 
their relationship to hose structures; 
gives suggestions for increasing the 
service life of hose; describes and 
illustrates principal types of hose 
construction; contains tables of 
recommended working pressures, and 
includes a frictional pressure drop 
and flow chart.—New York Belting 
& Packing Co., Passaic, N. J. 


VALVES—Recently printed is an 
eight page bulletin entitled “Just 
One—of the Big Three”. This bulle- 
tin contains reprints of recent ad- 
vertisements to valve users discus- 
sing methods used in the Edward 
laboratories for research and produc- 
tion testing of valve materials. Pho- 
tographs show the equipment and 
types of tests used in modern high 
temperature metals’ investigation. 
The aims and results of these tests 
are described.—Edward Valve & 
Mfg. Co., East Chicago, Indiana. 


WIRE ROPE—A new wire rope 
catalog, devoted especially to wire 
rope for the contracting trade has 
been published. This booklet contains 
not only the usual price list but also 
has many pages of data as to stresses 
in suspended cables, stresses in hoist 
and incline ropes, and specific recom- 
mendations as to grades and con- 
structions of rope for various types 
of power shovels, cranes and other 
equipment; as well as a paragraph 
on the causes necessitating the pre- 
mature discard of rope.—Broderick 
& Bascom Rope Company, at St. 
Louis, Mo. 


CONTOUR SAWING—The new 150- 
page handbook on contour sawing, 
issued by Continental has been en- 
larged and revised including mate- 
rial from the case record book, “25 
Ways to Cut Machining Costs”, as 
well as complete engineering data 
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JAEGER "BANTAM" 


(World's Champion 
Light-Weight Pump) 


In a class by itself for porta- 
bility and performance —a 
pump your customers need and 


will buy — aat, 
$s Semi- $ _ 
75 sti 85 ur 
F.0.B. Factory Complete 
with Engine 
Fastest automatic priming 
small pump on the market — 
tremendous capacity for its 
ee ae built with %-1! 
H.P. ball bearing engine of 
electric motor that operates 
from light socket, Distributors 
are making big sales — winning 
new customers. Open territory. 
Write for details. 


The Jaeger Machine Co. 


50! Dublin Ave., Columbus, Ohic 




















What is a good 


INVESTMENT these days? 





“ATLAS” 


car movers 


BECAUSE: 
1. They sell faster 
2. Your profits are good 
3. Your customers are 
always satisfied 
ORDER TODAY FROM 


APPLETON -ATLAS CAR 
MOVER CORPORATION 


2947 North 30th St., Milwaukee, Wis. 


formerly at Appleton, Wis. 
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ORDER from OTTEMILLER 
and you'll REORDER 


J 


High quality 
is apparent with the 
initial use..... 


OTTEMILLER screw machine parts quickly 
prove their superiority when used in assembl- 
ing machinery. You can readily demonstrate 
to your customers the accuracy and uniform- 
ity of OTTEMILLER products by the easy 
way they screw into a tapped hole and their 
entire freedom from wobble or binding. 
That's the kind of quality that sells itself— 
makes new customers and holds them for 
profitable repeat order business. 
OTTEMILLER distributors have found by 
experience that they can command their share 
and more of the business in their territories 
for cap screws, set screws, coupling bolts, 
and milled studs. It will pay you to investi- 
gate our 100% Distributor Service. 


Wm. H. 
OTTEMILLER CO. 


YORK, PA. 





FLEXIBLE SHAFTS 
and MACHINES 
FOR THE TOOL AND DIE SHOP 








on “Doall” contour sawing technique. 
—Continental Machine Specialties, 
Inc., Minneapolis, Minn. 


PIPE CLAMPS—The distinctive fea- 
ture of a new catalog brought out 
this month is a “leak-loss” chart 
which embodies graphic information 
valuable to anyone operating pipe 
lines. This chart shows how much 
steam, water, oil or air escapes from 
various size leaks in pipe, under 
various pressures. Figures show 
what these leaks cost at various unit 
prices and thus one can visualize the 
tremendous losses which can occur. 
Nine different styles of pipe repair 
clamps, for stopping leaks without 
replacing pipes, are shown.—M. B. 
Skinner Co., South Bend, Ind. 


ELECTRICAL TOOLS—This is a 
most comprehensive catalog illus- 
trating by means of actual photo- 
graphs the full line of electrical tools 
for the industrial and automotive 
trades which has been built up over 
a long period of years. The catalog 
gives precise and exhaustive infor- 
mation on each tool together with 
technical descriptions so that the 
buyer can get a full idea of what the 
various machines will do and the 
purposes for which they are con- 
structed. An index enables one to 
find just what he wants without be- 
ing compelled to thumb through the 


entire catalog.—United States Elec- | 
trical Tool Co., Cincinnati, Ohio. 


OIL AND GAS HOSE—“Hewitt Oil 
and Gasoline Hose” is the title of a 
new four-page folder describing and 
picturing in detail three Maltese 


| Cross-branded products—tank truck 
| hose, curb pump hose, and synthetic 








' SOLDERS 


For Every Purpose 


A 
100 per cent 
Service 
for Jobbers 


® The Gardiner Line includes: 

Acid and Rosin-Core Solders. 

Solid Wire Solders as fine as 1/32” 
dia. 


Bar, Triangular, Meter and Drop 

Solders. 

Copper and Brass Fitting Solders. 
Stainless Steel Solders. 

Babbitts (All Grades). 

Monarch Ball Metal Babbitt. 
Lead and Tin Pipe. 

R nr li. + are made 
by the most modern —. and in 
large volume, the lowest prices are 

assured. they set the highest 
standards of Lg A. they build good 


will and repeat business. We invite 
your inquiries at all times. 








XN “ <4 
é.. urdiner 
= 4 x & (METAL CO. M7 


ui 


4833 So. Campbell Ave., Chicago, Ill. 











The 


Lonergan 


loc McehechecResRee| eS eee ee ee 


AQAOAQDD AAAARAAD 


Line 


Dependable as Time! 


For 65 years the Lonergan 
name has been identified 
with the successful manu- 
facture of power plant 
specialties—dependability 
throughout the years. 
ow WT 7 there are highly 
, profitable possibilities 
METAL SHEETING —Departing Safety Valve with the LOSERGAN LINE 
from the conventional style of indus- anywhere in the Nation. 
trial literature, this firm offers an You are wise in rec- 
attractive twelve page folder en- a Loner- 
| titled, “Why Should I Use Republic vel pee and 
Galvannealed Sheets.” In answer to a yt ee. 
| Varvas arabia — : Gauges and other 
| this direct question, details are in- Specialties, for they 
| cluded on advantages of “Galvan- have withstood the 
| nealed” sheets, corrosion resistance, test of time. 
forming, uniformity, coating, uses, pn ad = Pann 1 
grades and finishes, chart on gauges information. 
and sizes and table of extras for SPECIALTIES for 
| widths and lengths. The text is sup- POWER PLANTS 
N. A. STRAND CO. | plemented by 31 illustrations of Standerd Since 1872 
MANUFACTURERS signs, cabinets, truck bodies, store- 
fronts and other typical applications Sf E. LONERGAN CO. 
Mela mg Ane oon for galvannealed sheets.—Republic +> BACE ST PRULAELPHIA Pa 
5001-5009 No. Wolcott Ave. Chicego =| 1261 Corp., Cleveland, Ohio. 


This illustration shows one of the most | distillate hose. The latter product is 


ew type machines we build. We designed for “wet” service on tank 
ave more than sixty types and sizes | truck reels where the hose is con- 
with attachments covering hundreds of | tinuously filled with oil. The folder 
portable operations. '/g to 3 HP. | also gives a brief description of 
capacity. | Hewitt distillate hose, tank truck 
TYPE hose, propane and butane hose, and 
‘4 gas burner hose.—Hewitt Rubber 

ue HP. WRITE Corp., Buffalo, N. Y. 

FOR OUR 


NEW NO. 27 
CATALOG 
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MILL SUPPLY SALESMEN 


This product is a natural for you in every field 







fe) 
MODELS 


TAKE YOUR CHOICE 


} you KNOW 


lubrication ts 


done right 


Lubricants are forced to all parts 
of bearings under pressures up to 
1000 pounds. All grit and gum is 
flushed out—new, clean lubri- 
cant added. 


NO SPECIAL FITTINGS 
The ACCO-MORROW Lubri- 
cator operates perfectly on oil 
holes, oil cups and ball-type fit- 
tings. Patented OILING SEAL 
TIP prevents waste of lubricants 
at oil holes, ball fittings, oil cups. 


PROTECTS EQUIPMENT 


No matter how tight or gummed- 
up a bearing may be, a film of 
fresh oil will reach all parts of it. 


SAVES MONEY 


The inexpensive ACCO-MORROW Lubri- 
cator speeds lubricating work. The use of 
highest grade lubricants by this method 
costs less than use of cheap oils and greases 
by other methods. 


AMERICAN CHAIN & CABLE fm 


COMPANY, Inc. 
York, Pa., U.S. A. 


In Canada: Dominion Chain Co., Ltd. 
Niagara Falls, Ont. 















backfires 


The Manager’s Page. .. a meeting ground for discussion of problems 


common to distributors and manufacturers 


seeking to dispel 


the fog of misunderstanding which may exist between the two. 


A RECENT CONVERSATION with a distributor in the 
middle West set us to wondering. Undue modesty 
prevents us from relating all the nice things he said 
about the editorial content of MILL SUPPLIES 
and how it helped him in his business, but we see 
no reason why we shouldn’t relate the fact that he 
was more than enthusiastic about the “dollars-and- 
cents” value to him of the advertising copy of many 
manufacturers. 


We think it is about time that the hundreds of 
conscientious, hard-working advertising managers 
and sales promotion managers of our manufacturing 
friends rise to take a bow for the very real contribu- 
tion they have made and are making to increased 
profits in the supply business. 


We have watched many of our friends, whose 
business it is to prepare advertising copy for MILL 
SUPPLIES, “sweat bullets” in an attempt to turn 
out an advertisement which would not only “sell” 
their line to distributors but would also offer the 
reader practical data which he could use in building 
up his business. It is not unusual for them to put 
in many hours or days to prepare copy which will 
get over an idea to the reader in a matter of seconds. 
Look back over this issue and you will see what we 
mean. By way of taking a dose of our own 
medicine, we looked over the early proofs of copy 
received for this issue. Our report is by no means 


complete due to the difference in time of going to 
press and your receipt of the issue, but ask yourself 
if these facts, gleaned from the December advertis- 
ing, are not worth examining more carefully. 


We found, among other things: three good sales 
points on a lubricating gun, a simple but thorough 
explanation of a curing process used in making rubber 
transmission belting and how it affects the completed 
product, a specific recommendation of a hacksaw 
blade to cut tubing, sheet steel, pipe and conduit, 
several advantages to be found in pre-formed wire 
rope, sales points on valves, valuable suggestions on 
how to make a profit on bolts and nuts, an unusual 
hobbing application which increased the accuracy of 
an automotive transmission gear, selling points on 
folding rules, an illustrated wire wheel brush ap- 
plication, “reasons why” on v-belts, motor drives 
and pulleys, an excellent hoist application and many, 
many others. 


The more you look at this advertising, the more 
you will be struck with the fact that with a mini- 
mum of frills, practically no bathing beauties and 
an uncommon economy of words, our manufacturer 
friends are trying very hard to conserve your time 
and increase your profits. For the sake of your own 
pocketbook, we recommend that you read their 
advertising carefully. 


JIM CHANNON 
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